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The Dawn of a New Day 


VERY day is the dawn of a new day. Many of us lose its thrill because we use the new day 
merely to work in the shadow of the days that are past and gone. The new day for the life 
insurance salesman is every day that he plans for greater things. New opportunities, new 
visions, new ideas, new plans, new leads, these and many others are constantly thrusting them- 
selves upon us. What does the Dawn of the New Day mean to you? : 


O the salesman in any line of business or to any man 
who wants to become a successful salesman, we tabu- 
late some of the opportunities we offer: 





Ohio—A general agency opening in Marietta and Dayton. Fourteen Point Service for 
Well-organized agencies in other parts of the State are : tT. 

equipped to give salesmen training and personal help that Ohio National Salesmen 
insures success. Residents in Ohio who are looking to life 
insurance salesmanship as a profession will find an unusual as + 
opportunity with The Ohio National. - Participating policies. 

. Non-participating policies. 
Texas—The great Empire State—all climates, all products 
—prosperity the year round. Opportunities for men who 
qualify in the now thriving agencies in both Fort Worth 
and Dallas. General Agent wanted in Houston, Texas. , Sub-stendard policies for the under-averane 
Financial and personal help that assures success. penal 


. Annuities, Personal Life Income, policies for 
rejected risks and old age income. 


. Insurance for both men and women on 


Michigan—A wonderful insurance State. A large volume 
equal basis. 


of business already in force. Thriving agencies in Detroit, 
Lansing, Grand Rapids, and Kalamazoo. Attractive open- . Child’s policies, issued from birth up to age 
ings in the agencies already organized for those seeking 11, inclusive. 

promotion or those who desire to enter the business. Gen- 
eral Agent wanted in Flint, Battle Creek, and Adrian. Per- 
sonal help in soliciting, in prospecting and in training that . Annuities and Single Premium policies for 
will make you a success. 





Double Indemnity and Disability. 


investment purposes. 


HE foregoing are only a few of the excellent openings H _ 
= © 2 . Home Office briefing service. 
offered by The Ohio National. These attractive set-ups — 
for the salesmen plus Fourteen Point Service are some of . Organized Sales Talks. 
the many reasons—“Why It Pays to Tie Up with The 


A an . Personal help in the field. 
Ohio National.” oO p in the fiek 


. Correspondence School training. 
ALESMEN wanted in select locations in the following other terri- 
tories: Illinois, Indiana, Iowa, Kansas, Kentucky, Missouri, Ne- 

braska, Oklahoma, Pennsylvania, and West Virginia. 


. Training in agency schools. 
Prospecting Service. 


For information as to a policy to fit your need or a Salesman’s Con- 
tract, write— 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 
T. W. Appleby, President E. E. Kirkpatrick, Supt. of Agencies 
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THE CENTRAL LIFE IN THE CENTRAL WEST 





STANDS FOR: concentration 


Choosing the course which seemed to be soundest, we decided some time 
ago to concentrate our agency building activities in the Central West, within 
easy reach of the Home Office. We are devoting our efforts right now to 
building up our organization in this territory. And our program is bearing 
fruit. 


Cultivation 


By cultivating intensively a limited territory, we are making ourselves felt in 
hundreds of communities, where the Central Life man is being helped to be- 
come one of the leading citizens. 


Contact 


Our close contact with representatives in this territory gives a personal touch 
to our dealings which makes for mutual advantage. An officer of our Company 
is a frequent visitor to most of our agencies, and men from the Field are often 


in the Home Office. 
Co-operation 


The Central Life is known as an agency-minded company. Everything is done 
with the Field in mind. Our executives have come from the Field, and they 
have not forgot the problems of the Field. 

Perhaps these things are largely responsible for the fact that in 1930 our vol- 
ume of paid-for business was 15 per cent larger than in 1929. 


Chance (meaning Opportunity ) 


There are worthwhile openings right now for ambitious, energetic men with the 
proper qualifications, who wish to enlist under the banner of our Company. 
Especially four men who are able to handle general agency Spportunities in 
the following cities: Springfield, Ill, Waukegan, Ill, Cedar Rapids, lowa, 


and Waterloo, lowa. 
Men who feel they could qualify for one of these openings, or for a contract 
with us somewhere else, are invited to write in confidence to R. E. Irish, Vice 


Central Life 


INSURANCE COMPANY 


of Illinois 


ALFRED MAC ARTHUR, President 


720 North Michigan Avenue <: CHICAGO 
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/ = ambitious that this Company shall not only 
give to its policy holders the ultimate in life insurance 
service, but that it shall be a good company to work 





for. I want it to offer to the men and women associ- 
ated with it the widest scope for the exercise and de- 
velopment of their abilities and the opportunity to go 

as an agent for Home Life, new to 


just as far as those abilities KEE. 
and their ambition will he life insurance, in 1907. In 1913, he was ap- 


ra 
” Cheiyman + pointed general agent, and in 1929 was also 
carry them. of the Board & named manager of southern agencies. 


JACKSON, MISS. 


S. R. Whitten, Jr., head of the 
Whitten Agency at Jackson, started 
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CINCINNATI ed | PITTSBURGH, PA. 
Synonymous with* ¢ $ 
Bruch!:R. A.W.Bruehl, . 
1861 to 1884; son, W.A. ‘ j 


R. Bruehl. Sr., 1882 to date; grandson, W. A. 
R.Bruehl, Jr., 1907 to date;nowW.A.R.Bruchl Fa 
& Son—a famous insurance family. 





C. F. Sheedy joined the Home Life 
with no life insurance experience in 
1914, as an agent at Pittsburgh. 
In 1916 he was appointed general manager for 
Western Pennsylvania, with headquarters at 
Pittsburgh. 
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NEW YORK CITY 


>, 
J. Roy Robbins, uptown gencral 
agent in the Chrysler Building; 
nearly 30 years in the business, 
entirely with Home; started as agent in 1903. 
general agent since 1909 a 








Home Life General Agents 
has been spent with this one 
company. They found in 
this company their oppor- 





PATERSON, N. J. Fs 


Leo Minuskin, former bus company 
official and real estate operator, 
started as soliciting agent in New- 
ark in 1929 and became Paterson general agent 


tunity for advancement. 
in 1930. 





Pa te cy ea nee oe 
| WASHINGTON, D. C. 





SAN FRANCISCO 





Maynard C. Burrell, general agent 
at Washington, joined the Home in 
* 1924, after several years in execu- 
tive positions in other lines. Started as general Fe 
agent and has had successful career. Holds 
Cc. L. U. degree. 


Raymond E. Orth, manager, start- 
ed as soliciting agent in San Fran- 
cisco in 1924; became agency sup- 
ervisor in 1929 and manager four months later 
mM same year. 


k 








BP SET TA 
| BROOKLYN, N. Y. 


John H. Scott, general agent at 
Brooklyn, joined the company as 
gencral agent in 1917 and has built 
an important agency in this borough of New 
York City. 












) SALT LAKE City 










Davy & Davy, general 
agents; George W. 

: Davy joined the com-' | 
pany as general agent in 1913; Elmer F. Davy. 
son, starting as agent in 1929, became joint 
general agent in 1930. 
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PORTLAND, ME. 


| C. A. Lacroix joined the Home Life 
as an agent, without previous ex- 
perience, in 1901. In 1907 he was 
appointed general agent. He rounds out 30 
years of continuous service this year. 
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] y OKLAHOMA City 
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BUFFALO 


Chas. N. Weber & Son, 

general agents. Charles 
‘ N. Weber started with .—<- 
the Home 30 years ago. His son, B. J. Weber, 
started with his father as an agent 12 years 
ago. Now joint managers. 











NEW YORK CITY 


Russell M. Simons, general agent 

in home office building; started as 

“| agent, new to business, in 1905; 
became general agent in 1909; his agency 
has been company leader the last five years. 
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ST. LOUIS 


Ray Martin joined the company 


as soliciting agent at Peoria, Ill., in 
1915; became Peoria general agent 

LN in 1918 and in 1930 was appointed general agent 
at St. Louis. 








Sia Bryan L. Bowers started as a solic- 
iting agent with the Oklahoma | 
agency in 1924 without previous © 
experience in life insurance work and five years 
later became manager of this agency. 
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NEW YORK CITY 





R. C. Ellis, general agent et 217 
Broadway; started, new to busi- | 
«ness, as soliciting agent in Brooklyn ‘ 
in 1916; later went to home office agency de- 
partment; became gencral agent in 1928. 
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COhe Home Life’s program of development requires 
a constantly increasing number of sales executives to 
direct its activities at various points throughout the 
country. New agencies are constantly being organ- 
ized; new opportunities appearing. There are specific 
opportunities now available and others will be con- 
stantly developing as men with qualifications and 


aptitude are available. 
The opportunity is here.” f~ KM Clim Presid 
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CITY HALL SQUARE-NEW YORK CITY 
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PLANNED SUCCESS--- 
A GOOD COMPANY 10 REPRESENT 


1. The American Central Life believes that the success of those who repre- 
sent it in the field should not be left to chance and to the dangers of 
poorly-directed efforts. 

2. The American Central believes that every fieldman deserves a clean-cut 
program which can be followed easily over a long period of time; a pro- 
gram that can be adapted to the individual’s capabilities and.that will re- 
sult in honest financial profit to agent, client, and company. 

3. The American Central believes that success can be planned—that it can be 
made a scientific process by means of a series of carefully selected progres- 
sive objectives. 

4. The American Central believes that awards of a truly desirable and sub- 
stantial character should be provided as each objective is attained. 

5. The American Central believes that the successive objectives and awards 
for each should be conducive only to the regular production of business 
that can be renewed—the class of business that brings lasting benefit to all 
persons concerned. 

6. The American Central believes that its 1931 sales program represents a 
logical process of planned success that is consonant with the production 
and retention of good new business. 


vwvwvv 
CONTRIBUTORS TO FURTHER PROGRESS --- 


A new Home Office—the last word in modern and practical efficiency—will 
assure closer cooperation and swifter service to agent and policyholder. 

A unique Agency Contract designed to reward the producer of renewable 
business to an exceptional extent, thereby appealing particularly to the pro- 
fessional life underwriter. 

A guaranteed income of $3,000 for one year to any appointee who attains the 
rank of Chartered Life Underwriter. 

While nationally active, our 1931 program calls for aggressive agency devel- 
opment through personal contact and training in Illinois, Indiana, Kansas, 
Michigan, Missouri, Ohio, Oklahoma, and Texas. 





INSURANCE IN FORCE, $236,045,915 ADMITTED ASSETS, $17,831,970 


AMERICAN CENTRAL 


LIFE INSURANCE COMPANY 7 


ESTABLISHED 1899 INDIANAPOLIS 
Herbert M. Woollen, President 
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“GUARANTEED BENEFITS—GUARANTEED LOW COST” 






















































Thirty-Fifth Year No. 16 


Prudential Rally 
and Its Lessons 


President Duffield Declared That 
Economic Conditions Show 
an Improvement 


GREAT RECORD LAST YEAR 





Company Gained $990,680,000 Insurance 
in Force—Some Other Significant 
Figures Were Presented 


NEWARK, April 16.—Declaring it to 
be his belief that economic conditions 
are improving, President Duffield of the 
Prudential delivered an address at the 
opening session of the business confer- 
ence. 

More than 1,200 delegates, represent- 
ing 38 states, the Dominion of Canada 
and Hawaii, were in Newark for the 
four-day conference which ended with a 
banquet tonight. 

Great Year’s Record 


“If production be the measure of suc- 
cess,” the president said, “we may take 
comfort in the record. During 1930 our 
gain in insurance in force was $990,680,- 
000, while our nearest competitor made 
a gain of $877,365,000. In other words 
the Prudential gained more insurance in 
force than any company in the world, 
And this record was compiled during a 
subnormal year. It is gratifying to know 
that notwithstanding the difficulties that 
were met with day by day the year 1930 
was one of the best years the Pruden- 
tial ever had.” 


Figures Are Given 


The executive announced further that 
the Prudential had during 1930 ex- 
ceeded all the previous records in the 
matter of new paid-for business by writ- 
ing $2,833,000,000, a gain of 43% per- 
cent over 1929. This business was di- 
vided as follows: 


EE go va cic ckwrt ese $1,321,000,000 
Intermediate ............. 324,000,000 
ET Vol< dnadocgatebe 1,006,000,000 
a asicunlcciaeve -.- 182,000,000 


It was announced by the president 
that the total insurance in force was 
$15,303,819,000. He pointed out that 
had 1930 been a normal year with a 
normal lapse rate the gain in industrial 
debit for the 12 months would have 
compared more favorably with the pre- 
ceding year’s record. 

Other executives who spoke were 
Franklin D’Olier, vice-president in 
charge of administration; J. K. Gore, 
vice-president and actuary; A. M 

oodruff, vice-president in charge of 
real estate and mortgage loans; G. W. 

unsick, vice-president in charge of 
agencies; W. I. Hamilton, vice-president 
in charge of personnel and real estate, 
and R. H. Bradley, vice-president and 
treasurer. 

Lapses,” President Duffield said, “are 
showing a falling off. They are the 
Owest this week they have been in some 
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Report on Jumbo Risks 
Submitted to Companies 





NEW YORK, April 16.—Represen- 
tatives of more than 50 life companies 
met at the Metropolitan Life’s home 
office last week to discuss the report 
and preliminary recommendations of 
the joint medical-actuarial committee 
on large risk underwriting. The find- 
ings of the committee were not made 
public, as it was felt that pending the 
adoption of the final recommendations, 
publicity might interfere with tne expe- 
ditious attainment of that goal. 

In the main, the preliminary recom- 
mendations submitted last week were 
broad enough to be generally accept- 
able, indicating that the committee’s in- 
vestigation served not so much to bring 
out new and startling facts about jumbo 
risks as it did to confirm by actual fig- 
ures the impressions that more limited 
and superficial observations had en- 
gendered among life insurance men. 


Assured May Depreciate 


One of the most persistent of these 
impressions is that it is costly for a 
company to insure a man beyond his 
value, not only present, but future, 
since the company cannot reduce its 
coverage if the assured “depreciates,” 
and the man who is rated a millionaire 
today may be penniless tomorrow. 

This is not to say that all wealthy 
men are bad jumbo risks. It applies 
particularly to those who rise to sud- 
den affluence, as they are far more 
likely to lose their money suddenly 








time. I sincerely hope that it is an in- 
dication that economic conditions are 
getting better. This is a time for sacri- 
fice. We certainly should be inspired 
by widespread unemployment to see to 
it that those payrolls which are tem- 
porarily stopped through lack of jobs are 
not permanently stopped by the loss of 
a provider. During 1930 the Pruden- 
tial distributed to the American and 
Canadian people a total of approximately 
$275,000,000. This was done when the 
money was most needed. It would be 
difficult to say just how much it meant 
to those who received it.” 

The president of the Prudential re- 
vealed that in the business lapsed pro- 
tection amounting to $350,000,000 con- 
tinued in force under the extended in- 
surance clause and he pleaded with the 
delegates to make every effort to rein- 
state it before such periods expired. 


Industrial Weekly Earnings 


President Duffield said that during 
1930 the average weekly earnings of 
Prudential industrial agents were within 
2 percent of the average for 1929. The 
field force was increased. The Pruden- 
tial’s finals were 2 percent less during 
1930 than in 1929, a significant decrease 
in this phase of the business. 

“But they are not low enough,” Pres- 
ident Duffield said. “We wish to make 
it still lower and this can be accom- 
plished when we see to it that our 
agents are more efficient. I feel that 
there rests the future of the Prudential 
and its usefulness.” 

A statement showing the advantage 
of the practice of the Prudential in pro- 
viding dividends in the form of paid-up 





than the man who belongs to a family 
which has had long experience in accu- 
mulating wealth and holding on to it. 

The need of more searching inspec- 
tions and medical examinations, with 
expenditures to some extent propor- 
tional to the size of the risk, has long 
been urged. Lack of frankness on the 
part of applicants as to moral hazard 
and physical impairments has been ex- 
tremely costly in many cases. The con- 
clusion is being forced upon underwrit- 
ers that the man who wants a million 
dollars of insurance usually believes he 
is getting a bargain—and all too fre- 
quently he turns out to be a good 
guesser. 


Committee Continues Studies 


The committee’s work was highly 
commended and its studies will be con- 
tinued. In the meantime the companies 
interested will report to Chairman J. D. 
Craig, actuary of Metropolitan Life, giv- 
ing their opinions on the committee's 
preliminary recommendations and a 
resume of their experience on large 
risks. 

The aim of the investigation and its 
resulting investigation is to establish 
certain minimum standards which com- 
panies can get together on and then go 
as much farther as they see fit in tight- 
ening up on their individual underwrit- 
ing practices according to their respec- 
tive interpretations of the findings of 





by Vice-president Gore. “Such paid-up 
additions,” Mr. Gore said, “now amount 
to $474,000,000. Paid-up additions and 
increased benefits payable at death run 
as high as 60 percent of the face value 
of the policy and since the company’s 
accidental death benefit concession, 
beneficiaries sometimes receive as much 
as two and one-half times the amount 
provided for in the policy.” 

The care exercised by the Prudential 
in making mortgage loans was reflected 
in the address of Vice-president Wood- 
ruff. “We have acquired property 
through foreclosure,” he said, “but it 
represents only 63/100 of 1 percent of 
our assets, not a startling figure. The 
Prudential has faith in the American 
farmer, and we are continuing to make 
farm loans. 

“We have various plans for the sale 
of farms,” he said, “and the part crop 
basis is one of the most successful. Pro- 
ceeds from one-half the crop go to the 
Prudential, in the hope that in four or 
five years the farmer can own the farm 
and run it.” 

Vice-president Woodruff also told of a 
new method of disposing of city homes 
to prospective buyers. They are being 
sold for a payment of 1 percent per 
month of the total cost, with ultimate 
ownership likely after about 140 months. 

Tuesday and Wednesday the mem- 
bers of the various ordinary and indus- 
trial groups met in smaller conferences. 
Some of these meetings were held at 
the home office in Newark, others in 
New York. The final general assembly 
took place Thursday morning at the 

(CONTINUED ON PAGE 11) 
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Metropolitan Has 
Managers Meeting 





President Ecker Comments on 
Gain in Assets and Improved 
Mortality 


MEET AT HOME OFFICE 





Use of Welfare Department, Concen- 
tration on Conservation Work 
Stressed at Convention 


NEW YORK, April 16.—A prolonged 


ovation honoring President F. H 
Ecker opened the Metropolitan's annual 
managers’ convention which began 


Tuesday, but it soon settled down into 
a serious conference of business men 
gathered to familiarize themselves with 
their company’s operations and its plans 
for the future. 

President Ecker said 1930 could be 
regarded with a good deal of satisfac 
tion and that figures for the first quarter 
of 1931 indicate the field has hit a stride 
from which it would not slip during the 
remaining three-quarters of the year. 

He gave a thorough analysis of pro- 
duction figures and the company’s finan- 
cial statement, pointing out the gain of 
$299,000,000 in assets during the year, 
practically fulfilling the prediction at the 
last convention of a $300,000,000 gain, 
The assets now are $3,310,000,000. 

Mr. Ecker praised the men for their 
work in writing ordinary but reminded 
them that the company’s first function 
is to service the insurance needs of the 
great mass of workingmen of America. 

The increase of $59,000,000 in policy 
loans last year was pointed out. Mr. 
Ecker urged the field force to do all in 
their power to restrain policyholders 
from borrowing on their insurance and 
to repay their loans quickly. He ad- 
vanced the argument that these are 
trusteed funds. 


Takes Up Mortality 


He mentioned the decline of 28 per- 
cent in death rate among Metropolitan 
policyholders since 1911 as compared 
with a general decline in deaths of 11 
percent. This he said is due largely to 
improvement in infant mortality but 
much remains to be done at ages above 
50. Mr. Ecker suggested greater use of 
the welfare department and its litera- 
ture. 

Vice-president L. A. Lincoln spoke 
brieby on the advisability of managers 
becoming identified with civic and com- 
munity life. He pointed out the vital 
need of a campaign to reduce automo- 
bile accidents and deaths. He urged 
managers to join the National Associa- 
tion of Life Underwriters. 

Third Vice-president Lamont spoke 
on the accident and health insurance 
side of the company’s business. 

Wednesday and Thursday the general 
sessions were supplemented by terri- 
torial meetings, the convention conclud- 
ing Thursday night with a banquet at 
which the principal speakers were Presi- 
dent Ecker, Vice-president Lincoln and 
Second Vice-president L. K. Frankel. 
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Definite Up-Grade 
Noted by Robbins 


President of A. L. C. Predicts 
Sound Recovery If Business 
Builds Carefully 


LIFE INSURANCE PROFITS 


Strong Trend Toward Policies for In- 
vestment Is Noted—Sales Much 
Better 


The betterment in life insurance ob- 
served in March will continue in the 
second quarter, but persons in the busi- 
ness should realize that there are many 
twists and turns on the road 
and progress should be 
cautious and conservative, C. B. Rob- 
bins, president American Life Conven- 
tion, states this week. 

Mr. Robbins, who is president of the 
Cedar Rapids Life, has faith in eventual 
sound recovery, and he says life insur- 
ance is on a definite up-grade. If busi- 
ness builds carefully, he believes, the 
latter part of this year and 1932 will 
bring an end to the unemployment sit- 
uation and solve most of the special 
economic problems of the moment. 

Leading life companies reported for 
January and the early weeks of Febru- 
ary a sharp decrease in paid business, 
but the past six weeks brought improve- 
ment. 


economic 
to normalcy 


Gives Business Outlook 


“The outlook for life insurance in the 
second quarter of this year is encourag- 
ing,” he says. am not looking for 
any sensational production records, but 
present indications are there will be ex- 
cellent showing in both new business 
written and especially in business paid- 
for. 

‘The certainty of life insurance today 
has a very strong appeal to the men 
and women of America. The ‘get rich 
quick’ idea that was so wide-spread prior 
to October, 1929, has almost entirely 
disappeared. In the future the surplus 
funds of most of us will find their way 
into such conservative investments as 
homes, farms, good bonds, building and 
loan shares, saving accounts and life 
insurance. The fact that an estate may 
be built quickly and safely through life 
insurance has resulted in much new 
business for life insurance companies in 
recent months. 


Satisfactory Quarter Year 


“While the first quarter of this year 
did not bring the big volume of new 
business that many life insurance men 
had hoped for, in many respects it was 
the best first quarter that the insurance 
industry has ever experienced. The rec- 
ord volume attained in the early months 
of 1930 was due very largely to the fact 
that men and women who had their 
physical assets wiped out by the stock 
market crash of October and November, 
1929, turned to life insurance to tide 
them over the shoals. Unfortunately 
much of that type of business has not 
remained on the books of the companies. 

“But the same is not true of the new 
production obtained in January, Febru- 
ary and March of this year. New busi- 
ness was decidedly harder to get, but 
the quality is there. I am sure that the 
lapsation on the business placed this 
year will be decidedly lower than that 
experienced on the business written in 
the first quarter of 1930. 

“The insurance trend today is toward 
life insurance as a permanent investment 
—endowments, annuities and the like, 
while men of family are insuring their 








Actuary to Speak 

















A. E. BABBIT, Jackson, Miss. 


A. E. Babbitt, actuary of the Lamar 
Life, is to speak before the Insurance 
Advertising Conference at its southern 
meeting in New Orleans May 1. He is 
educational director of the Mississippi 
Association of Life Underwriters, ap- 
pointed more than a year ago ‘= = 
those that are studying for the C. U. 
degree. Mr. Babbitt will talk on — 
tising from an educational and actuarial 
standpoint. He is a Russian by birth, 
having been educated at the Imperial 
Realshule in Russia and Pennsylvania 
State College. He took his graduate 
degree at the University of Illinois. He 
was formerly instructor of mathematics 
at the University of Minnesota, later 
assistant professor of mathematics at the 
University of Nebraska. He became as- 
sistant actuary of the Bankers Life of 
Nebraska but since February, 1920, has 
been actuary of the Lamar Life. 








come protection. They are looking to 
life insurance to carry on for them when 
they are gone to the great beyond. And 
it will—each month the postman will 
bring the check that, in the vernacular, 
pinchhitting for daddy’s wage en- 
velope. Life companies have recognized 
this need and in the past few years 
many of them have brought out family 
income protection policies that assure 
the mother the maximum of protection 
while her little family is growing into 
self-support.’ 


is 


New York Ruling Is Made 


on Investment Section 





Superintendent Van Schaick of the 
New York department has ruled that 
life companies may carry on an amor- 
tized basis guaranteed bonds, debentures 
and other evidences of debt where the 
securities represent the obligations of 
corporations whose ability te pay at ma- 
turity is unquestionable. The ruling was 
made following a hearing which involved 
the right of life companies to carry on 
an amortized basis such evidences of 
debt as are permitted by an amendment 
to Section 100 of the insurance law o 
1928. The ruling states that the earn- 
ing power and financial ability of the 
corporations should be considered. 


Erlendson Made Agency Manager 


P. Erlendson of Denver, division 
manager of the Service Life of Lin- 
coln, Neb., in charge of Colorado, 
Wyoming and Utah for the past five 
years, has been promoted to agency 
manager at the home office. He has 
been with the company about seven 





insurance by purchasing monthly in- 


years. 


McMahon, Coffin 
Talk in New York 


Banker Gives Results of Interest- 
ing Survey on Life-Trust 
Cooperation 


CROSS SECTION OF VIEWS 


Four Presentations and Valuable Sales 
Ideas Given at New York 
Association Meeting 


NEW YORK, April 16.—Speakers at 
a “cooperators’ night” meeting of the 
Life Underwriters Association of New 
York City which was held April 14 
brought out valuable pointers. The 
speakers were E. M. McMahon, second 
vice-president Chase National Bank, 
New York, and V. B. Coffin, educational 
director Penn Mutual. 

Mr. McMahon, a former general 
agent, recently sent out a questionnaire 
to get an accurate cross-section of opin- 


ions on trust company cooperation, from 
the viewpoint of trust companies and 
underwriters. He asked not only what 


they thought had been accomplished 
thereby but what suggestions they 
would offer for making this coopera- 


tion more effective. 


Summarizes Results 


He summarized suggestions on ways 
in which trust companies could improve 
their service as follows: First, they can 
further extend the reciprocity idea 
through some system of tangible help 
expressed in the form of direct leads 
for sale of life insurance; second, by re- 
moving any apprehensions that New 
York banks and trust companies might 
take a financial interest in supplying or 
writing life insurance, and third, to elim- 
inate the “holier than thou” attitude 
which it is said still exists in the minds 
of some trust men and increase the trust 
man’s real appreciation of the life under- 
writer's selling problem and the service 
he renders. It was suggested that to 
this end the trust man buy more life 
insurance himself. 


Life Insurance Viewpoint 


Suggestions as to what the underwrit- 
ers themselves might do indicated that 
they were most critical of themselves, 
Mr. McMahon said. They suggested: 
First, that underwriters learn to know 
the limitations as well as the advantages 
of trusts in meeting their clients’ needs, 
and by making a more thorough anal- 
ysis of prospects, save much of the trust 
officer’s time; second, by representing 
themselves to be authorities on insur- 
ance matters only and by delegating to 
trust men and attorneys the problems 
in their respective fields; and third, by 
keeping in closer contact with cases 
from inception until insurance is sold 
and legal documents executed. 

Mr. McMahon mentioned briefly the 
matter of banks supplying customer 
leads, pointing out why it is undesir- 
able to do so. It would be discrimi- 
nating, he said, first against the bank’s 
customers, second, against other under- 
writers, and third, the bank could be 
charged with totally disregarding its pol- 
icy of placing above desire for financial 
gain the interests of the estate creator 
and his beneficiaries. 

Mr. Coffin, speaking on sales presen- 
tations, made four effective and easily 
remembered suggestions: 

1. Advance planning: Confidence is in 
direct ratio to the amount of thinking 
done before the interview. 

2. Quote other people; the average 





(CONTINUED ON LAST PAGE) 
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Special Committee 
Will Hold Meeting 





It now seems likely that Com- 
missioner Livingston of Michigan, 
who is chairman of the special 
committee of the National Con- 
vention of Insurance Commis- 
sioners to investigate life insur- 
ance holding companies, interlock- 
ing arrangements through stock 
ownership, etc., will call a meet- 
ing of the committee during the 
time the executive committee 
meets at Chicago in June. In the 
meantime members of the com- 
mittee have been making a per- 
sonal investigation of conditions. 











Colgrove Case Now Going 
Up to U. S. Supreme Court 





Assurance that the Mutual Estate As- 
sociations plan of selling life insurance 
will be carried up very soon to the 
United States Supreme Court was given 
by C. W. Colgrove of Chicago, its orig- 
inator, this week with denial of his pe- 
tition for a rehearing by the Illinois su- 
preme court. The next step will be an 
appeal to the highest court, which Mr, 
Colgrove now is formulating. 

The Illinois court recently in passing 
on the Colgrove plan ignored several 
fine points of law and formulated its 
ruling on only one objection, that the 
plan is contrary to public policy. Mr. 
Colgrove’s petition for rehearing again 
stressed the law points and urged that 
they be considered. The Illinois court 
made no comment in denying this peti- 
tion. 

It is on these points of law involving 
constitutional matters that the case is to 
be appealed to higher court. Mr. Col- 
grove contends that the policy used in 
the Mutual Estate Associations is stand- 
ard in every respect, and that it is made 
payable to estate; that every man and 
women has a constitutional right to de- 
vise his estate as he sees fit, and that 
the Illinois court’s action will deprive 
Mr. Colgrove of property without due 
process of law. He claims that the IIli- 
nois court was in error for failing to 
remand the case to the trial court for 
the taking of evidence. 

It now seems apparent that the Col- 
grove case will hang fire in the courts 
for upwards of two years, during which 
time Mr. Colgrove will be free to push 
his plan as he sees fit until final deter- 
mination. 


Roosevelt Vetoes Bill for 
Writing of Unemployment 





NEW YORK, April 16.—Governor 
Roosevelt Tuesday vetoed the Dumore 
bill providing for the writing of unem- 
ployment insurance by insurance com- 
panies. The governor stated .that under 
the circumstances it would be incon- 
sistent now to provide for one form of 
unemployment insurance and thus dis- 
criminate against other proposals which 
have had much greater public consider- 
ation than was viven this measure. It 
is fairly obvious, he said, that if private 
corporations are permitted now to begin 
to write unemployment insurance this 
will make it impossible to have the full 
and free consideration of other methods 
by an investigating commission. He 
added that the State Federation of 
Labor was against the bill and that 
many civic organizations interested in 
unemployment relief had __ protested 
against the measure. 


American Institute Meeting 


The annual meeting of the American 
Institute of Actuaries will be held at 
Minneapolis, June 4-5. 
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Security Officers 
Fail to Comment 





Silent on Missouri Action Term- 
ing Company and Inter-South- 
ern Impaired 


WORKING OUT PROBLEMS 


Atmosphere of Optimism Apparent in 
Chicago Company—Staff Hangs 
Up April Increase 


Officers of the Security Life of Chi- 
cago again this week waived their right 
of commenting on the action last week 
of Superintendent Thompsoneof Mis- 
souri in refusing to issue 1931 licenses 
to the Security and the Inter-Southern 
of Louisville. However this week there 
was an atmosphere of optimism about 
the Security office. 

During the waiting period before ap- 
pearance of the convention examination 
report, the Security Life statf, both in 
home office and field, has been “sawing 
wood.” ; 

Security Life agents observed “Loy- 
alty Week” the first seven days in April 
in celebration of the company’s 29th an- 
niversary. In the first ten days there 
was a 33 percent increase over the 
corresponding period in March. 

A significant development this year 
has been the fine record made in con- 
servation work. There were 260 poli- 
cies reinstated in March on 252 policy- 
holders, the amount being $475,000. A 
survey of the last three years discloses 
that the average number of reinstate- 
ments was only 118 a month. The 
company enjoyed a business increase in 
February, production held up well in 
March and is well ahead so far in April. 

The annual agents convention will 
be held at Mackinac Island Aug. 29. 
The trip will be made on the 5S. S. 
“Western States.” 

Key Is in Valuation 


It is evident that the key to the situa- 
tion is the value of Missouri State Life 
stock, a company in which the Dorsey 
interests own less than a third interest. 
For if a valuation anywhere near the 
72.22 at which the stock is carried in 
the Inter-Southern’s books is sustained 
by the commissioners, in place of the 
low valuation set by the Missouri super- 
intendent, the Inter-Southern automati- 
cally would be cleared of any suspicion 
of impairment, and through it the Se- 
curity, which holds a large block of the 
Louisville company’s stock. 

There can be no question but that 
this matter of’ sound and reasonable 
valuation of stocks of companies with 
interlocking control such as in this fleet, 
is one which will receive serious con- 
sideration by the National Convention 
of Insurance Commissioners, and a re- 
liable formula developed. 

Otherwise, injustice might be worked 
on companies which in fact are in sound 
financial condition but which through 
an arbitrary valuation set by some state 
department might so far as the record 
of that state is concerned be shown to 
be insolvent. 

his is not to say that Superintendent 
Thompson closed his eyes and made a 
Stab in the dark at a valuation. He ex- 
Plains in a statement this week that after 
considering several methods he arrived 
at what he considers the reasonable one 
for all concerned. But with the same 
preface, Commissioner Allin of Ken- 
tucky explains that he finds $64.40 a 
Share valuation proper for the Missouri 
State stock. Other states might arrive 
at different figures, and thus on a differ- 
(CONTINUED ON PAGE 9) 











U. S. Chamber of Commerce 
Insurance Section Program 








WASHINGTON, D. C., April 16.— 
The important part played by insurance 
in the adjustment of major business 
problems as well as social questions will 
be emphasized at the annual meeting of 
the U. S. Chamber of Commerce at At- 
lantic City April 28-May 1. 

Attention will be directed especially 
to the possibilities of the wider utiliza- 
tion of insurance as a means of stabiliz- 
ing business, the main subject of dis- 
cussion, and bridging the employment 
gaps caused by fluctuations in industry. 
Experiences with unemployed insurance 
plans both abroad and in the United 
States will be reviewed, the possibilities 
of developing it will be appraised and 
the effects of social insurance upon busi- 
ness discussed. 


Insurance Department Committee 


The insurance department committee 
of the National Chamber will meet on 
April 28, to consider developments in 
this field. The members are: C. A. 
Ludlum, chairman, New York City; C. 
W. Gold, vice-president Jefferson Stand- 
ard Life; R. H. Blanchard, professor of 
insurance, Columbia University; Wil- 
liam BroSmith, vice-president Travelers; 
F. H. Burns, president Maryland Casu- 
alty; W. L. Crocker, president John 
Hancock Mutual Life; P. J. Fay, Nich- 
ols & Fay, San Francisco; P. W. A. 
Fitzsimmons, president Michigan Mu- 
tual Liability; J. S. Kemper, president 
Lumbermen’s Mutual Casualty; L. A. 
Lincoln, vice-president Metropolitan 
Life; F. T. Moses, president Firemen’s 
Mutual of Providence; J. S. Myrick, 
New York City; E. H. Ravenscroft, 
vice-president Abbott Laboratories, 





! 


North Chicago; Willits H. Sawyer, pres- 
ident Allied Engineers, New York City; 
Clyde B. Smith, Lansing, Mich.; W. D. 
Winter, vice-president Atlantic Mutual. 


To Award the Prizes 


At the national councillors’ meeting 
April 28 the winners in the inter-cham- 
ber fire waste and health conservation 
contests will be presented with bronze 
plaques. The presentation of the fire 
waste awards will be by W. H. Sawyer, 
and the health conservation awards by 
L. A. Lincoln. 

A round-table entitled “New Insur- 
ance Requirements of Business” will be 
held April 29, with C. A. Ludlum serv- 
ing as its chairman. The subjects for 
discussion at this round-table and the 
leaders of discussion are as follows: 

1. Practicability of Unemployment 
Insurance, L. A. Lincoln, vice-president 
Metropolitan Life. 

2. The Effect of Social Insurance 
Laws on Business, P. Tecumseh Sher- 
nan, attorney. 

3. Scope of Inland Transportation 
Insurance and Its Value to Business, 
Guy Beardsley, vice-president Aetna 
Fire. 

Business Leadership and the Public 


The general subject of the annual 
meeting is “Business Leadership and the 
Public.” Particular problems will be 
discussed at round-tables. The effects 
of government competition in business 
government policy in relation to limita- 
tions on production and marketing, ef- 
fects of the anti-trust laws, agriculture 
and land policies, public finance, taxa- 
tion, banking and credit are some of the 
other subjects which will be considered. 








Missouri Company Officers 
Charged with Embezzlement 


A. G. Ingalls, former president, and 
G. E. Burson, former secretary of the 
Bankers Guaranty Life of Sedalia, Mo.., 
have been charged with embezzlement 
of funds of the company in complaints 
signed by J. K. Coolidge, counsel for 
the Missouri department, and B. R. 
Williams of Macon, a policyholder. 

Recently the former officers and di- 





rectors of the company resigned and a | 


new board, approved by the Missouri 
department, has been elected. Examin- 


ers for the Missouri department have | 


been going over the company’s retords 
for some time. Mr. Coolidge believes 
the company is solvent, and says pol- 
icyholders are fully protected. Mr. In- 
galls is mayor of Eureka Springs, Ark., 
and has been prominent in business ac- 
tivities there. 


Will Get Agency Manager 


President V. D. Cliff of the Federal 
Life & Casualty of Detroit will put on 
an agency superintendent to handle the 
life department of his company. The 
Federal Life & Casualty built up its 
business on industrial accident and 
health basis but is now writing life in- 
surance. 


Sears, Roebuck Group Contract 


The Eliel & Loeb Co., Chicago agents, 
have placed a Metropolitan Life group 
contract to cover employes of Sears, 
Roebuck & Co., and subsidiary enter- 
prises. The Eliel & Loeb Co. has 
charge of the Sears, Roebuck & Co. 
insurance. There are 35,000 employes 
eligible for the coverage and it is esti- 
mated that $38,000,000 of insurance will 
be placed. The campaign of solicitation 
among employes starts Monday and the 
insurance goes into effect about May 1. 
New employes will be eligible, when the 
insurance is in effect, after they have 
been in Sears, Roebuck & Co. service 
six months. 


Gains Registered in Many 
Mutual Benefit Life Offices 


NEWARK, April 16.—Seventeen 
general agencies of the Mutual Benefit 
Life paid for more business last month 
than in March, 1930, and 19 agencies 
paid for more in the first quarter of 
1931 than for the same period of 1930. 
These records are especially noteworthy 
in view of the fact that a year ago at 
this time Mutual Benefit agents were 
making their final drive to qualify for 
the home office convention which was 
held in June, 1930. 

The 19 agencies registering gains for 
the first quarter are Baltimore; Birming- 
ham; Buffalo; Davenport; Hartford; 
Lexington, Ky.; Mexico, Mo.; Nashua, 
Peoria; Philadelphia; Portland, 
Me.; Richmond; Spokane; Springfield, 
Ill.; Springfield, Mass.; St. Louis; Tren- 


| ton; Wichita, and Winston-Salem. 








Production Falls Off 
15.9 Percent in March 








New life insurance production last 
month was 15.9 percent less than in 
March, 1930, while the cumulative total 
for the first quarter of this year was 
12.2 percent below the same period a 
year agos the Association of Life Insur- 
ance Presidents reports. 

For March, total new business of all 
classes written by member companies was 
$1,028,328,000, against $1,222,184,000 in 
March, 1930, a decrease of 15.9 percent. 
New ordinary amounted to $719,746,000, 
against $884,535,000, 18.6 percent de- 
crease; industrial, $246,663,000, against 
$264,415,000, 6.7 percent decrease, and 
group $61,919,000, against $73,234,000, 
15.5 percent decrease. 

For the three-month period, total new 
business of these companies was $2,- 
828,600,000 this year against $3,220,857,- 
000 last year, a decrease of 12.2 percent. 
New ordinary amounted to $1,914,860,- 
000, against $2,328,125,000, 17.8 percent 
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Greater Interest 
in New York Case 


Definition of ‘Aeronautical Ex- 
pedition” Is Still Before the 
Courts 


DOUBLE INDEMNITY IS UP 


Knute Rockne’s Policies May Be In- 
volved Because of the Wording 
of the Clause 


NEW YORK, April 16.—The deci- 
sion of the court of appeals of New 
York state on the appeal of the Equit- 
able Life of New York from an adverse 





decision in a double indemnity case in 
which the phrase “aeronautical expedi- 
tion” was in question will be followed 
with increased interest in view of pos- 
sible similar contests resulting from the 
plane crash in which Knute Rockne 
and seven others were killed recently 
near Bazaar, Kan. The Equitable had 
no insurance with double indemnity on 
Rockne’s life. 
Decision Expected Seon 

The Equitable’s appeal has been 
heard and decision will probably be 
given within the next few weeks. The 
company issued a policy on Harold 
Gibbs, who later died from injuries re- 
ceived while a passenger on a scheduled 
trip of the Coastal Airways between 
Albany and New York. The company 
paid $2,500, the face of the policy, but 
refused to pay the additional $2,500 de- 


manded under the double indemnity 
provision contending that since the 
policy excluded “aeronautical expedi- 


tions” it was not liable, since at the 
time the policy was written the expres- 
sion was understood by both assured 
and insurer to include all forms of avia- 
tion 

The lower courts, however, held that 
since a regular scheduled trip is not an 
“expedition,” the company was liable 
The Equitable’s present double indem- 
nity provision excludes all forms of 
aeronautic ascent, which supports its 
position that its original phrasing was 
intended to do this also. On the other 
hand, the Travelers, which formerly 
used the “aeronautical expedition” 
wording, now excludes all aeronautical 
near Bazaar, Kan. The Equitable had 
travel as passenger on a regular line. 


Fisher Agency Secretary 


The Mutual Life of Canada has ap- 
pointed G. M. Fisher agency secretary. 
Mr. Fisher joined the company as an 
office boy in 1903, later becoming super- 
visor of the premium department, then 
supervisor of the policy department, and 
in 1923 assistant superintendent of agen- 
cies. 


Promote Closer Cooperation 


Aiming at promoting closer coopera- 
tion between the home office and branch 
offices, the Bankers Life of Iowa has 
launched an experiment to send men 
from the home office to branches to 
investigate, study and assist in the lat- 
ter’s activities. First of the home of- 
fice men to be sent out is G. A. Harper, 
an assistant supervisor in the premium 
collection department, who has gone to 
Detroit for a six months’ stay in the 
L. W. Spickard agency. 








decrease; industrial $619,871,000, against 
$695,255,000, 3.7 percent decrease, and 
group $243,869,000, against $197,477,000, 
23.5 percent increase. 
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Nylic Agents paid for $900,897 ,700 of new insur- 
ance in 1930. Of this total 97.1 per cent was 
on Life and Endowment forms; only 2.9 per 
cent was Term insurance. These ratios, par- 
ticularly in the present economic situation, 
demonstrate that Nylic Agents are success- 
fully trained to sell the more substantial 
forms of insurance. 


NEW YORK LIFE INSURANCE COMPANY 


51 Madison Avenue, Madison Square 


New York, N. Y. 








Prudential Introduces New 
Double Protection Contract 


REQUIRE $10,000 MINIMUM 
Continue Modified Three Form and 20 


Year Term Policy—Two 
Rate Changes 





NEWARK, April 16—The Pruden- 
tial’s new double-protection contract was 
introduced at the opening session of the 
company’s convention here this week. 
The new policy is a combination of the 
Modified 3 policy and a 20 year term 
contract, the official title of which is 
“Modified 3 policy and a 20-year term 
with change of rate at end of three 
years and at the end of 20 years.” 

The policy is issued in the United 
States for amounts of $10,000 or more. 
A policy for $10,000 provides protec- 
tion for that amount for 20 years, after 
which the term contract expires and the 
protection is reduced to $5,000, the pre- 
mium being likewise lowered. How- 
ever, the original amount of insurance 
may be continued without any other re- 
quirement than the payment of an in- 
creased premium. 


Example Given 


For example, at age 30 the rate on 


$10,000 for the first three years is 
$121.50. At the end of this time the 
rate goes up to $142.95 but dividends 


also begin at that time, which based on 
current earnings of the company should 
be more than sufficient to offset the in- 
crease in premium. The rate at the end 
of the 20-year period drops to $94.40, 
when the protection drops to half the 
original figure. 

Waiver of premium, covering total and 
permanent disability ta age 60, will be 
included in the regular rates for this 
policy, with disability income benefit 
if desired on the basis of $5 per month 
per $1,000 of the initial amount of in- 
surance for an extra premium which 


will remain the same throughout the 
life of the policy up to age 60. 
Half of Initial Amount 

The accidental death benefit, which 


will not be reduced after 20 years, may 
be included on the basis of $500 of acci- 
dental death benefit for each $1,000 of 
the initial amount of insurance for a $5 
premium. 

The new policies will be issued only 
at ages 20 to 50. Upper limits are $150,- 
000 at age 20, $200,000 at age 21, and 
$300,000 from age 22 to 50. 

Following are the annual rates for a 
$10,000 policy: 


Rates Per $10,000 
- After 20 Years 

pn e@ & 

Ro ho c= 

So wae $= > 2 ws 

os 202 ye = =. 38 
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20 $ 96.00 $112.95 $ 71.20 $213.40 $ 12.30 
21 97.95 115.25 73.05 220.40 12.55 
2 100.00 117.65 75.00 227.85 12.80 
23 102.15 120.20 77.00 235.70 13.05 
24 104.45 122.85 79.10 244.00 13.30 
25 106.85 125.75 81.35 252.85 13.55 
26 109.45 128.75 83.70 262.25 13.80 
27 112.25 132.05 86.25 272.30 14.10 
28 115.10 135.35 88.75 282.80 14.40 
29 §©118.20 139.10 91.55 294.10 14.70 
30 121.50 142.95 94.40 306.05 15.00 
31 125.10 147.15 97.45 318.80 15.35 
32 128.95 151.70 100.75 332.40 15.70 
33 133.15 156.65 104.25 346.95 16.05 
34 137.65 161.95 107.95 362.40 16.45 
35 142.50 167.65 111.90 378.90 16.80 
36 148.55 174.75 116.10 396.45 17.25 
37 155.45 182.90 120.55 415.20 17.65 
38 162.90 191.65 125.25 435.20 18.15 
39 171.00 201.20 130.25 456.55 18.60 
40 179.70 211.40 135.45 479.25 19.10 
41 188.95 222.30 140.90 503.40 19.60 
42 198.90 234.00 146.65 529.20 20.15 
43 209.60 246.60 152.70 556.70 20.70 
44 221.10 260.15 159.20 586.20 21.25 
45 233.35 274.55 165.90 617.55 21.85 
46 246.50 290.00 172.95 651.00 22.45 
47 260.55 306.50 180.45 686.80 23.05 
48 275.65 324.30 188.40 725.10 23.7 
49 291.7 343.20 196.80 766.00 24.40 
50 309.00 363.50 205.75 809.80 25.10 
The United Mutual Life of Indian- 


apolis has been admitted to New Hamp- 
shire. 





Reinsurance of Home Life 


Approved by Commissioners 
LETTER SENT POLICYHOLDERS 


Explain Lien Against Policies Until Re. 
serve Is Replaced—Death Pay- 
ments Unaffected 


LITTLE ROCK, ARK., April 16.— 
The insurance commissioners of 
Arkansas, Missouri and Oklahoma have 
approved the reinsurance of the Home 
Lite of Arkansas by the Central States 
Life. Home Life policyholders are 
urged to continue their insurance in 
force, letters being mailed over signa- 
tures of J. J. Harrison, vice-president 
Home Life; George Graham, vice-presi- 
dent Central State Life, and the Home 
Life policyholders’ committee. The 
letter explains the terms of the reinsur- 
ance contract. “For a period not to 
exceed two years,” it says, “no part of 
the loan or cash surrender value of the 
policy will be available except for the 
payment of premiums. A lien of 50 per- 
cent of the present reserve will be placed 
against the policy, bearing interest at 6 
percent. This lien will not be deducted 
from the face of the policy in event of 
death or disability. As the present as- 
sets of the Home Life are worked out 
and as profits are earned on the insur- 
ance in force, the lien will be reduced. 
No profit will be allowed the Central 
States life or stockholders of the Home 
Life until all liens against policies have 
been removed. 

Suit Not to Interfere 


“In short, the contract is in effect a 
trusteeship, whereby a strong company 
places its own resources as a guarantee 
for the prompt payment of death and 
disability benefits to Home Life policy- 
holders. Moreover, the trusteeship is 
without profit until such time as all 
liens have been removed. No loss will 
be suffered by the beneficiary of any 
policyholder who continues his insur- 
ance in force.” 

Suit asking appointment of a receiver 
for the Home Life and that the Cen- 
tral States Life be restrained from re- 
moving any of the assets of the Home 
Life of Arkansas, has been filed at Little 
Rock by W. E. Taylor, Arkansas bank- 
ing commissioner, on behalf of the First 
State Bank of Stuttgart, Ark. It is 
not believed, however, that the suit will 
have any bearing on the carrying out of 
the reinsurance contract. 


Messick Leaves Nebraska 


Commissioner Kizer of Nebraska has 
upheld the claim presented by the griev- 
ance committee of the Lincoln (Neb.) 
Life Underwriters Association that R. 
M. Messick, former Wyoming commis- 
sioner, was operating in violation of 
Nebraska law in attempting to contract 
with Lincoln holders of large lines ot 
life insurance to act as insurance coun- 
sel. A letter was addressed to Messick 
advising him that the section of the 
law which forbids inducing or using rep- 
resentations to induce a person to surf- 
render or lapse a policy, applies to the 
contract he uses. ¥ 

Mr. Messick called on the commis- 
sioner and protested that he is not repre- 
senting any insurance company or sell- 
ing policies but is using legitimately his 
knowledge of how total premium pay- 
ments for holders of large lines could 
be reduced to their financial advantage. 
He said he had no desire to break any 
law. The commission insisted that the 
contract, a copy of which is in the de 
partment files, comes under this law, 
and Messick left Lincoln for Denver. 


Burkart With Western & Southern 


A. J. Burkart, formerly with the 
Manufacturers Life of Toronto, has 
been appointed manager conservation 
department of the Western & Southern 
Life. 
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Day of Recovery Distant, 
President Houston Opines 


DEPRESSION COULD BE WORSE 


Head of Mutual Life Observes Life 
Insurance Fares Better Than 
During 1921 





Although declaring that the present 
business depression has assumed exag- 
gerated proportions in the public and 
business mind, President David F. 
Houston of the Mutual Life of New 
York, believes that hope for an imme- 
diate recovery is groundless. Mr. Hous- 
ton, who served as secretary of agri- 
culture and later as secretary of the 
treasury in the Wilson administration, 
made some interesting economic obser- 
yations while in Chicago for the confer- 
ence of midwestern agency managers 
of his company. 

Mr. Houston’s theory is that the de- 
pression must continue for some time 


because there is “considerable dirty 
linen yet to be washed out.” He did, 
however, indicate a belief that the 


worst is over, which coming from Mr. 
Houston is not an idle statement, for 
some of his general agents recall that 
in February, 1930, while many were 
optimistically shouting that the upturn 
was at hand, Mr. Houston made the 
prediction that there was even greater 
woe in store. 


Not the First Depression 


“Many of our business men are talk- 
ing as if this were the only depression 
that the nation has ever experienced,” 
Mr. Houston said. “There has been 
too much idle talk in connection with 
the depression. A study of the records 
will reveal three previous depressions, 
which were distinctly worse than the 
present one. 

“If unemployment today were in the 
same ratio as during the depression of 
1893, 12,000,000 men would be out of 
work, while the department of com- 
merce estimates that 6,000,000 persons 
are out of work now. Yet this figure 
is based upon the assumption that un- 
employment on the farm is as large as 
in the cities and industrial centers, 
which is an unsound deduction.” 


How Life Insurance Fares 


Mr. Houston pointed out that life in- 
surance has fared better than most in- 
dustries and that its showing has been 
better than during each of four previous 
depressions. He declared that the re- 
duction in life insurance sales during 
1921 in contrast with 1920 was larger 
than the reduction during 1930 in con- 
trast with 1929 and that the same fact 
was true of lapses. 

Mr. Houston added criticism of un- 
employment insurance proposals. “In- 
surance,” he said. “is predicated upon 
sound actuarial principles, but there are 
no such principles applying to unem- 
ployment. All of the plans that have 
been attempted today have been un- 
sound and, instead of insurance, such 
schemes amount to a dole. No one can 
predict the duration of a period of un- 
employment and accordingly one can- 
not estimate accurately the charges to 

made. Schemes have been tried by 
trade organizations and individual cor- 
Porations, but the relief they give is 
temporary at best.” 

Bank failures, according to Mr. Hous- 
ton, have been usually due to misman- 
agement. 

_ George K. Sargent, second vice-pres- 
ident and manager of agencies, presided 
at the Chicago session. : 


Spaulding Agency School 


The R. E. Spaulding agency of the 
Mutual Life in Chicago is conducting a 
ten-weeks course of instruction which 
started March 17 and will end May 19, 
directed by I. B. Jacobs. Mr. Jacobs 
has been 34 times in the company’s list 
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of leaders and 13 times a member of 
the “Field Club” of producers of $250,- 
000 or more. He led the company’s 
force in January. Besides fundamentals 
of the business the course includes busi- 
ness insurance, life trusts, analysis of 
estate problems, taxation, bequest insur- 
ance and gifts, stock retirement, educa- 
tional and women’s insurance. 


Managers Meet in Chicago 


Some 25 managers of the Mutual Life 
of New York from a large area in the 
central west attended the regional man- 
agers’ meeting of the company in Chi- 
cago. Business sessions occupied the 
two days, the topic being “Organiza- 
tion and Conservation of Business.”’ The 
consensus was that the worst of the 
depression period is over and there was 
a general feeling that recovery is taking 
place now, although it is slow. There 
were five officers present from the home 
office, including Vice-President George 
K. Sargent, President Houston, Robert 
Young, assistant to Mr. Sargent, Walter 
F. Shaw and Theodore Stevens, assis- 
tant superintendent of agencies. 








The Centralia Mutual Benefit of Cen- 
tralia, Ill, has been licensed under the 
mutual benefit act. L. H. Johnson and 
Cc. B. Silkey of Centralia are among the 
incorporators. 


Early ne About 
Dividend Reductions Asked 


VAN SCHAICK STATES RULE 


Desires to Avoid Representations and 
Estimates Which Cannot Be 
Fulfilled 


In a circular letter to companies, Su- 
perintendent Van Schaick of New York 
demands that advance announcement of 
reduction in dividends to policyholders 
be made at least two months before 
the first dividend is payable, or at the 
earliest possible time. He believes that 
some companies will adopt a lower divi- 
dend scale for 1932 and wants to avoid 
having representations and _ estimates 
made which cannot be fulfilled. 

“In this department's circular letter 
of Jan. 10, 1930,” the letter states, “it 
was held that any advance announce- 
ment of dividends must be made within 
two months of the date when the first 
dividend is payable, to which the an- 
nouncement refers. It is possible that 





due to existing conditions some life 
companies may find it advisable to 
‘adopt a lower dividend scale for 1932. 





NJ 
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In order to prevent a large volume of 
business being written upon dividend 
representations and estimates which 
cannot be fulfilled, I am of the opinion 
that if a company contemplates a re- 
duction in dividends for 1932, it should 
not only be permitted but required to 
announce the change at the earliest 
possible date. This appears ouly fair 
to the insuring public. In order to 
place all companies upon an equality, 
I am ruling that the early announce- 
ment in such cases is mandatory and 
not merely permissive. 

“Each company should notify this 
department of any action by its board 
of directors resulting in any material 
change in the dividend formula and in 
addition furnish a copy of any state- 
ment or recommendation of the actuary 
or other executive or officer with re- 
spect to such change in dividends.” 


Northwestern Mutual Reports 


MILWAUKEE, April 16.—New paid 
for insurance of the Northwestern Mu- 
tual Life for the first quarter of 1931 
amounted to $82,233,950, represented by 
17,018 policies. The total in force 
March 31 was $4,080,549,167 represented 
by 1,052,890 policies New premiums 
decreased 5.2 percent and renewal prem- 
iums increased 3 percent. 
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pril Horoscope 


The Diamond is the April birth stone. 


Strong will power and aggressiveness are 
traits that make or mar the lives of per- 


sons born in April. 


April persons are ambitious and thrifty 
by nature. Health is often sacrificed for 
wealth, and they allow nothing to inter- 


fere with their business. 


Men born in April are successful in posts 
of trust and can be relied upon to carry 
through important schemes involving 


large sums of money. 


White and purple is your lucky combina- 


tion of colors. 


Guard against over-confidence, and 


watch your health. 


lf you have had life insurance sales ex- 
perience but are not now under contract, 
the stars indicate that a real opportunity 
awaits you with the Royal Union Life. 


Write us today. 


Royal Union Life Insurance Company 


Des Moines, lowa 
A. C. Tucker, President 
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NATIONAL 
LIFE AND 


ACCIDENT 
INSURANCE 
COMPANY 


INCORPORATED 


SHIELDS 
ufeole 


Trade Mark Reg. U. 8S. Pat. OF 


CONTROL 


The satisfactory solving of the prob- 
lem of control has helped the Na- 
tional Life and Accident to occupy 
the outstanding position it does to- 


day. 


Problems of Shield Men when re- 
ferred to the Home Office are con- 
trolled by being cared for with 
prompt dispatch. To further super- 
vise and cooperate with agents |125 
district offices in 21 States with man- 





agers have been established. 


Located at strategic centers 
throughout the country these district 
offices and managers are always 
ready to work with the Home Office 
in aiding Shield Men to reach their 
goal. Such close control keeps 
Shield Men from falling by the way- 


side. 


It pays to be a Shield Man! 


ThNATIONAL LIFE AND 
ACCIDENT INSURANCE 


COMPANY INC. 


NASHVILLE TENNESSEE 


Tine r.‘WIMs 


American Centra! Has 1931 


Sales Stimulation Program 





OFFERS SPECIAL INCENTIVES 


Rassman Tells of “Purse of Gold” and 
$3,000 Guarantee for C. L. U. 
Degree Winners 








A sales stimulation program has been 
started by the American Central of In- 
dianapolis\ under direction of E. C. 
Rassman, manager sales service, based 
on four major 1931 objectives for field 
men. These are outlined by Mr. Rass- 
—: 

Consecutive weekly production. 
This is placed first because the habit 
of working regularly, instead of sporadi- 
cally, is of the highest importance to 
agent and company. A cash prize is 
paid in gold to each agent for 13 weeks 
of ‘C-W-P,’ and his ‘American Cen- 
tral Girl’—wife, mother, sister, sweet- 
heart, or some other friend—is awarded 
an equal prize in gold coin. 


Encourage Women to Help 


“The inspiration and support of a 
woman means much to the average man, 
and the ACL girl enjoys a realization 
that she is directly concerned with his 
—— 

Monthly and annual paid-for new 
MP. allotment. Every field man 
receives an annual allotment of paid- 
for new business, and this allotment is 
divided into equal monthly quotas. The 
attainment of one’s monthly paid-for 
quota earns beautiful solid silver table- 
ware. This silver typifies the two most 
desirable attributes that a field man can 
possess: Quality and permanence. 


Field Club Membership 


“3. American Central Field Club 
membership. Here the award goes to 
those who combine an exceptional vol- 
ume of paid-for new business for the 
year with a commendable second- prem- 
ium renewal ratio. Honors, prestige, 
eligibility to special additional incen- 
tives and awards extended exclusively 
to Field Club members constitute the 
fruits for him who conquers this ob- 
jective. 

“4. Leadership among Field Club 
producers of new business. The Presi- 
dent’s Trophy—the highest individual 
honor the company can bestow—is 
awarded to the leading Field Club pro- 
ducer of paid-for new business. 

“The ‘Purse of Gold,’ equivalent to 
$1 per $1,000 paid for by the trophy 
winner—is awarded to the runner-up in 
the President’s Trophy contest. This 
contest is always held immediately after 
the close of the Field Club convention.’ 

In addition the company formulates 
as a regular objective for all its field 
men the attaining of the C. L. U. de- 
gree, the winners of which in the Amer- 
ican Central force are assured of a guar- 
anteed income of $3,000 for one year. 


Standard Accounting Plan 
for Group Business Sought 





COMPANY OFFICIALS CONFER 


Comparisons Used in Selling Unfair 
Because of Divergence of Meth- 
ods in Figuring Returns 


HARTFORD, April 16.—A number 
of group life officials are reported to 
have recently exchanged views here on 
the subject of expense items with the 
object of arriving if possible on some 
standard method of accounting. A wide 
divergence was revealed in methods of 
expense accounting, comparisons of 
group gain and loss figures and ratios 
of expense. 

Most of the companies writing an im- 
portant amount of group are members 
of the Group Conference and abide by 
the rates of that body which were made 
after an intensive study of various 
classes of risks and have been approved 
by the New York insurance department. 
In the case of mutual companies writ- 
ing group the net cost to policyholders 
at the end of the first year is deter- 
mined by dividends and with non-par- 
ticipating companies by rate reductions 
which amount to the same thing. How- 
ever, the competition for new business 
among the leading group companies has 
been very strong and a showing of low 
net costs, whether attained by dividends 
or rate reductions, is cften used by field 
men in selling. The gain and loss fig- 
ures and ratios from annual statements 
also have been freely used in compari- 
sons. As average dividend showings 
are based on expense and claim pay- 
ments, it is readily seen why some off- 
cials make the unequivocal statement 
that such figures comparing companies 
are misleading and unfair because of 
dissimilar methods of expense account- 
ing used. For this reason an attempt 
may be made to get all companies im 
the Group Conference to agree on some 
accounting standard which may then be 
presented to the New York department 
for approval. 


Declares Extra Dividend 


The Western States Life of San Fran- 
cisco has declared an extra dividend of 
50 cents a share to stockholders. The 
Western States celebrated its 20th anni- 
versary last year, and is showing a sub- 
stantial increase in business. 


Urges Use of Non-Medical 


The Equitable Life of New York is 
urging its agents to take advantage of 
the non-medical plan, on which $65,730,- 
000 was issued last year. Of this $43,- 
422,000 was issued on the policyholders’ 
non-medical plan and $22,308,000 on the 





general non-medical. 








Woods Agency’s Big Drive 








The Edward A. Woods Company of 
Pittsburgh wrote $7,887,900 in March, 
an increase of nearly $1,000,000 over the 
March, 1930, figure of $6,597,800. The 
total for the first quarter is $27,934,491. 





Production has been greatly stimu- 





lated by the prospect of qualifying for 
the annual educational ee of 
the agency at Ocean City, N. J., July 
6-10. The exhibit shown herewith 1s 
attracting especial attention in that com 
nection. 
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Security Officers 
Fail to Comment 


(CONTINUED FROM PAGE 5) 


ence of opinion, and not of fact, might 
rest the fate of a company. 
Superintendent Thompson says: 
Thompson Makes Statement 


“The key to the situation confronting 
the Inter-Southern Life is the value of 
the 147,900 shares of Missouri State Life 
stock owned by it. 

“The Missouri insurance department, 
in conjunction with the insurance de- 
partments of ten other states, conducted 
a most exhaustive convention examina- 
tion of the Missouri State Life last year. 
The affairs of the company have been 
given a great deal of attention and logi- 
cally the insurance department of the 
home state would be expected to be 
more familiar with the company than 
the insurance departments of other 
states. 

“This is our responsibility and we be- 
lieve we are in a better position to de- 
termine the value of the stock of the 
Missouri State Life than other insur- 
ance departments or actuarial firms 
which are not so familiar with the com- 
pany’s business. 


Made Careful Investigation 


“The Missouri insurance department 
has therefore made a careful, conscien- 
tious and detailed investigation to deter- 
mine the value of the stock in question. 

“Based on yield necessary to maintain 
the reserves, this stock would be valued 
at around $37 per share. Based on value 
of business in force, capital and surplus, 
its value is $43 per share. On a basis 
of assets, and earnings over a five-year 
period, it is worth around $42 per share. 

“On the natural open market, it has 
been selling for $16 to $22 per share for 
many months. The _ Inter-Southern 
carries this stock on its books at $72.22 
a share. It is impossible to read into 
this stock a valuation of that amount 
when it has been selling for months at 
amounts less than a third of this sum. 


Takes Up “Control” Pilea 


“It has been urged that 147,900 shares 
constitute control which gives this stock 
a greater valuation. There are two ob- 
jections to this view. The first is that 
it is not control. The second is that, 
even if it were, it would be adding to 
insurance investments a_ speculative 
value which is improper. This value of 
$43 applied to the 147,900 shares held 
by the Inter-Southern wipes out the en- 
tire capital, surplus and contingency re- 
serve and impairs other reserves. 

“The Security Life because of its own- 
ership of 1,461,333 shares of the capital 
stock of the Inter-Southern therefore 
suffers the complete loss of all capital 
and surplus and an impairment of its 
reserves, 


Action Not Precipitate 


“The action of this department was 
not precipitate. As long ago as Jan. 28 
of this year we advised the committee 
of examinations of the National Con- 
vention of Insurance Commissioners 
that this department had valued and 
would value Missouri State Life stock 
at $43 per share. 

“Life insurance company investments 
should be made with regard to sound 
and stable security combined with a fair 
yield, rather than with a view of control- 
ling through policyholders’ funds the far 
flung operations of many other com- 
panies. Life insurance companies are 
not banking institutions nor holding 
companies. When they buy stocks in- 
Stead of high grade bonds and good 
mortgages they must take the risks in- 
cident to speculation. 

‘This department has done what it 
believes its plain duty under the facts 
developed in the case. It regrets ad- 
verse publicity to any life insurance 
company, but the company and not the 
imsurance department of Missouri is re- 
sponsible for the situation which brought 
the publicity about.” 

N a special bulletin issued to sub- 


“Superintendent of Insurance T. B. 
Thompson of Missouri on April 4 noti- 
fied the Security Life of Chicago and 
the Inter-Southern Life of Louisville to 
cease writing business in Missouri. This 
action is based upon the superinten- 
dent’s contention that the capital and 
surplus of each company are exhausted 
and the reserves impaired due to al- 
leged excessive valuations placed upon 


certain insurance company stocks in 
their portfolios. ; 
“Missouri State Life stock (147,900 


shares) is held by the Inter-Southern 
Life at a value of $10,681,000; the Mis- 
souri superintendent claims it should be 
carried at $43 a share ($6,359,700), or 
$4,321,300 below the value at which it is 
carried, as compared with capital, sur- 
plus and contingency reserve shown in 
the annual statement at $4,224,830. 

“This also affects the Security Life, 
which owns 1,461,333% shares of Inter- 
Southern stock which it carries on its 
books at $2,841,525. The maximum 
value to be placed upon the Inter-South- 
ern stock, according to the Missouri 
superintendent, is 80 cents a share, or 
$1,169,066.66, which is $1,672,458.34 be- 
low the value at which it is carried on 
the Security Life’s books, as compared 
with capital and surplus of $500,000 and 
$316,039, respectively. 

“On April 3-4 representatives of the 
five state insurance departments which 





have been examining the Security Life 
met with officers of that company at 
Richmond to discuss a preliminary re- 
port of the examiners and voted to re- 
write the report and hold a further 
hearing in 20 to 30 days. 

“These examining departments have 
made no decision concerning the valua- 
tion of the insurance stocks held by the 
Security Life. The action taken by the 
Missouri department is individual and 
not based upon any findings of the con- 
vention examiners. 

“The Kentucky department has issued 
a statement that Fackler & Breiby, New 
York actuaries, have valued the Mis- 
souri State Life stock for the depart- 
ment at $60.40 per share, which is ac- 
cepted by the department.” 


Gleason Placed in Charge 


Management of the properties of the 
George M. Forman Realty Trust has 
been entrusted to C. R. Gleason, long 
active in Chicago real estate affairs and 
widely known in the investment bank- 
ing and insurance fields. He has been 
Chicago mortgage loan correspondent 
of the Connecticut General Life, has 
served the Provident Mutual Life in a 
similar capacity. He has sold mortgage 
loans to a large number of insurance 
companies in the course of his Chicago 
career. 








Valuable Booklet Issued 
by Jefferson Standard 











An interesting pamphlet on the service 
offered agents of the Jefferson Standard 
Life of Greensboro, N. C., under the 
able direction of President Julian Price, 
has been published by that company for 
distribution to agents. It is entitled 
“Building for the Future; Conservation 
Through Service,” and is crammed full 
of valuable suggestions. It emphasizes 
that growth comes through study and 
that some essentials of successful life 
insurance salesmanship are careful se- 
lection of prospects, selling policies to 
fill needs, recommending suitable policy 
plans, thorough explanation of policies, 
service suggestions and systematic serv- 
ice to policyholders. The company’s 
renewal system is explained. Two facing 
pages are devoted to reproduction of 
the Julian Price Club certificate issued 
annually to leading agents and also con- 
siderable space is devoted to the Hol- 
derness cup contest, qualification as a 
Julian Price agency and for the Julian 
Price Club. One outstanding feature of 
the Julian Price Club is that agents 
qualifying are supplied with fine sta- 
tionery designed to create a good im- 
pression of their work among prospects. 























Scribers, Alfred M. Best Co. states: 





THE FIRST FIFTY 
YEARS ARE THE HARDEST 


At the beginning of 1930 we set as our 
FIFTIETH ANNIVERSARY OBJECTIVE 


$60,000,000 Examined Business 
$50,000,000 Paid-for Business 


Needless to say our objective was reached which 
means that in 1930 The MINNESOTA MUTUAL 
produced 120°, as much business as in 1929. 


We have ended the year with $208,000,000 insur- 
ance in force which will in all probability make this 
Company one of the leaders in per cent of growth for 
the year. 


We anticipate increases in 1931 unprecedented in 
the history of the Company. 


Our Sales Plans are working better than ever. 
May we tell you about them NOW? 


The Minnesota Mutual Life Insurance Company 
St. Paul, Minnesota 
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The 


Midland Mutual Life 


Insurance Company 


Columbus, Ohio 


“ITS PERFORMANCES 


EXCEED 


ITS PROMISES” 


ASSETS 


$20,000,000 


IN FORCE 


$112,000,000 














NEWS OF THE COMPANIES 











Business Not Hurt by Change 





Companies Formerly Working on “Stock 
with Policy” Plan Find Non-Par- 
ticipating Satisfactory 





DALLAS, TEX., April 16.—The 
change from the participating to the 
non-participating plan of writing life in- 
surance in Texas on the part of a large 
number of concerns which formerly 
wrote “stock with policy” business has 
not hurt the business of those concerns, 
a report from the leading companies 
indicates. Under the Texas laws the 
“stock with policy” selling plans went 
under the ban on April 1. A _ good 
many of the companies, especially the 
larger ones, had discontinued the sys- 
tem months before the law became ef- 
fective. All companies formerly writing 
“stock with policy” business are now 
writing non-participating business 
strictly, if they write at all. Of course, 
some of these companies have special 
policy forms which might be charac- 
terized as “participating,” but 95 per- 
cent of the business is written on the 
non-participating plan. Some of the 
companies writing “stock with policy” 
business Dec. 31, 1930, have been rein- 
sured by others, while seven such com- 
panies have ceased to do business. 





Ohio State’s Silver Jubilee 


The Ohio State Life will celebrate its 
25th anniversary July 25. It is planned 
to have the company’s managers, general 
agents and leading writers of insurance 
in Columbus the latter part of July for 
a big birthday party. 





Pilot Life’s New Figures 


The statement of the Pilot Life of 
Greensboro, following the examination 
of the North Carolina, Tennessee and 
South Carolina departments as of Jan. 
1 shows assets $13,576,645. The main 


items are mortgage loans $6,242,186, 
stocks and bonds and loans on stocks 
and bonds $714,154, policy loans §$3,- 
974,588, real estate including the home 
office property $964,489, legal reserve 
$11,743,849, capital $1,000,000, net sur- 
plus $597,128. It has over $100,000,- 
000 insurance in force. Charles W. 
Gold is now president of this company. 


Will Add to Capital 


Plans to add $100,000 to capital and 
surplus of the National Union Life of 
Spokane are announced by President 
S. P. Weaver. Sale of the additional 
stock will bring its capital and surplus 
to approximately $275,000. 

It is also planned to offer 700 addi- 
tional shares of treasury stock to bring 
the capital up to a point required for 
entrance into Oregon. The company 
will shortly enter Idaho. It has written 
$1,000,000 in new insurance since the 
first of the year. 








Rhode Island Life Seeks Charter 


Incorporation of the Rhode Island 
Life is sought in a bill presented in 
the state senate. Those proposing the 
new company are Barnard Millman, 
Benjamin Crystal and Abraham Rubin. 





Agricultural Life 


In speaking of the Agricultural Life 
of Michigan last week the assets were 
given as $750,000. Obviously this was 
a typographical error. The total assets 
are $3,250,000. 





Form New Memphis Company 


The Bankers Old Line Life of Mem- 
phis has been incorporated with cap- 
ital of $100,000 and surplus of $100,000. 


Forms $100,000 Club 


The Colonial Life of Jersey City has 
formed a $100,000 club. Heretofore the 
highest honor club of the company has 








been the $60,000 club. 
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To Hold Regional Meetings 





State Mutual Life of Worcester Will 
Open Series With Gathering in 
Chicago May 12 





The first of a series of regional meet- 
ings will be held by the State Mutual 
of Worcester, Mass., at the Edgewater 
Beach hotel, Chicago, May 11-12. Sub- 
jects pertinent to present day business 
conditions in addition to major prob- 
lems of the general agents will be dis- 
cussed. It is planned to hold eastern 
and southern regional conferences with- 
in the next few weeks following the 
Chicago meeting. 

The Chicago conference is in charge 
of Raymond J. Wiese, general agent 
in Chicago and president of the general 
agents association. All agencies south 
of Duluth, north of Louisville, west of 
Buffalo and east of Omaha will be pres- 
ent. There will be present from the 
home office President Chandler Bul- 
lock, Vice-president and Superintendent 
of Agencies Stephen Ireland, Vice- 
president Ross Gordon, General Coun- 
sel Irving T. F. Ring and others. 





Hold Indiana, Ohio Meetings 


Walter Cluff, educational director; J. 
Barr, vice-president and superinten- 
dent of agents, and Dr. H. A. Baker, 
medical director of the Kansas City 
Life, attended a meeting of Indiana 





agents at Indianapolis April 9-11. Mr. 








Cluff went on to Cleveland where he 





conducted a similar meeting for Ohio 
agents April. 13-14. 





Plan Trip to Havana 


The Lamar Life is conducting a silver 
anniversary month campaign in April 
with the grand prize of a free trip to 
Havana in August when the All-Star 
Club convention of the company meets 
there. The convention will begin aboard 
the S. S. Atenas. A week will be spent 
in Havana. 


Negro Association Meeting 

The annual meeting of the National 
Negro Insurance Association is to be 
held in Hot Springs, Ark., April 22-24. 
Among the subjects on the agenda are: 
A general survey of the business in 
1930, discussion of methods of carry- 
ing out a national health program with 
Dr. M. O. Bousfield of the Supreme 
Liberty Life, Chicago, leading the dis- 
cussion; practices in non-medical insut- 
ance; inspection and inspection service; 
group insurance, uniform medical blanks 
increasing reinsurance facilities, making 
industrial debits more profitable and 
pensions and provisions for carrying 1™- 
surance on employes. 

Dr. L. T. Burbridge is president of 
the association and W. Ellis Stewart is 
secretary. 


Convention Notes 


The Midland Mutual Life wil! hold its 
25th convention in Quebec, July 29-30. 
The National Fidelity Life of Kansas 
City will hold its 1932 convention in San 
Antonio next January. 
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R. H. NASH A VISITOR 


R. H. Nash, formerly of New York 
but now sales manager at the Pacific 
Coast head office of the Metropolitan 
Life, is in New York for the managers’ 
convention. Mr. Nash’s territory in- 
cludes California, Oregon, Washington, 
Idaho, Montana, Utah and Colorado. He 
has been on the coast only two years 
but during that time has become an en- 
thusiastic Californian. 

* * * 


NEW FEATURES INTRODUCED 


The Keane-Patterson agency of the 
Massachusetts Mutual Life has branched 
out into the legal and journalistic pro- 
fessions. “Trials” are held at agency 
meetings with the object of sentencing 
a hypothetical prospect to the purchas- 
ing of additional life insurance to re- 
establish his financial responsibility. 
Various agents are called upon to fur- 
nish the best solution for each type of 


case. On the publishing side the agency 
has come out with a sprightly house 
organ. 


* * * 
LAMACCHIA IN NEW WORK 


J. B. Lamacchia, former associate 
manager of the New York office of Tue 
NATIONAL UNDERWRITER, is now with the 
Keane-Patterson agency of the Massa- 
chusetts Mutual Life. He will work 
with Manager J. A. Schnur as associate 
manager of the 60 John street branch 
of the agency. He will be in charge of 
brokerage business. 

Mr. Lamacchia began his life insur- 
ance career with the John Hancock 
Mutual Life in 1925, where he made a 
fine record in the sale of ordinary as 
well as industrial. In 1927 he went 
with the former Hart & Eubank agency 
of the Aetna Life as a brokerage solici- 
tor and personal producer. When Mr. 
Hart left to become vice-president of 
the Penn Mutual Life, Mr. Lamacchia 
went to the Metropolitan Life, where 
he was for two years an assistant man- 
ager. Since that time he has been with 
The National Underwriter Company. 
In his work in the later connection he 





Prudential Rally 
and Its Lessons 


(CONTINUED FROM PAGE 3) 





home office. The annual banquet took 
place the same evening in New York 
City. The guest speakers at the latter 
event were Hanford MacNider, United 
States minister to Canada, and P. C. 
Martin of Springfield, O., a prominent 
lawyer of that state and a trustee of 
Princeton University. 


Rockne Insured in Equitable 


The Equitable of New York states 
that it had two policies carried by Knute 
Rockne, famous Notre Dame _ coach, 
who was killed in an airplane accident 
in Kansas. A large part of this insur- 
ance was payable to Notre Dame Uni- 
versity. 


Changes Suicide Clause 

The Massachusetts Mutual Life has 
changed its suicide clause from one to 
two years. Recent years have shown 
an_ increase in suicides in the second 
policy year, in the experience of many 
companies, particularly those having the 
one-year clause. 


Dougherty Has No Opposition 


President Lee J. Dougherty of the 
Guaranty Life of Davenport, who is a 
candidate for director of the United 
States Chamber of Commerce from the 
sixth election district, will apparently 
ve no opposition as no candidate has 
—_ put forth from that section but 
im. 








gained an extensive acquaintance among 
New York brokers. 
x * 
GRAHAM SHOWS INCREASE 


The J. P. Graham, Jr., agency of the 
Aetna Life showed an increase of $1,000,- 
000 in paid-for for the first quarter as 
compared with the same period of 1930. 
This represents an increase of about 
100 percent, and indications are that the 
office will continue showing a substan- 
tial increase throughout the year. 

os * * 


L. A. CERF’S RECORD 
_The L. A. Cerf, Jr., agency of the 
Fidelity Mutual Life paid for $700,000 


last month, a record for that office. 
This figure is almost twice the average 
month’s production of 1930, during 
which the agency produced more new 
business than in any previous year. The 
agency is somewhat ahead ot last year 
for the first quarter. 

* 


LIEBERMAN WAS LEADER 


Abraham Lieberman, superintendent 
of the Prudential’s new office in the 
Bronx, had the distinction of leading 





the company’s assistant superintendents 
countrywide in the production of both 
industrial and ordinary the week just 
prior to his promotion to the rank of 
superintendent. 
” 
GRAY GETTING RESULTS 

H. F. Gray, general agent of the Con- 
necticut Mutual Life, in New York City, 
is getting remarkable results from a 
small advertisement in the daily papers 
in recruiting new men. As a result of 
long search for the ideal type of ad to 
attract the sort of men he is seeking, 
Mr. Gray ‘has evolved one that has 
proven its worth in actual practice. In 
addition he has found which days of the 
week are the best to advertise on and 
which part of the paper gives the best 
results. 


c. L. U. STUDENTS TOLD NOT 
TO BECOME TOO ACADEMIC 


Chicago students for the C. L. U. 
designation were cautioned Wednesday 
by T. M. Riehle against becoming pre- 
occupied with an academic approach to 
the business to the neglect of practical 
action. He warned them against becom- 
ing “curb stone actuaries.” Mr. Riehle, 
associate general agent for the Equitable 
of New York in New York City and a 
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celebrated life insurance speaker as well 
as producer, addressed a luncheon of 


the Chicago chapter, C. L. U., which 
numbers 14 degree holders. 

“More education means more busi- 
ness,” he said. “Education is equivalent 


to money in the bank if you tie it in 
with action.” 

Mr. Riehle predicted that the C. L. U. 
system will attain its maximum prestige 
about 20 years hence. At that time he 
declared every agent will have to be a 
chartered life underwriters in order to 
succeed. Those who enter into the 
spirit of the C. L. U. today are pioneers, 
he said. 

Mr. Riehle, in mentioning that his 
business has been good this year, said 
that the business of placing large lines 
on persons already heavily insured is 
exceptionally difficult these days. He 
reported that recently to increase the 
line on a man who is already insured 
for $1,500,000 he had to parcel some of 
the business out in $5,000 lots. 

Thomas Murrell of Fred S. James & 
Co., the president of the Chicago chap- 
ter C. L. U., presided. Other speakers 
were Harry T. Wright, Equitable of 
New York in Chicago and president of 
the Chicago Association of Life Under- 
writers, and Gerard A. Brown, super- 
visor of agents A. E. Patterson general 
agency, Penn Mutual, in Chicago. 
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Great Increase in Policy Loans 


In THE last issue we printed a table 
from the “Unique Manual Digest” pub- 
lished by THe NATIONAL UNDERWRITER in 
which a comparison of policy loans was 
given covering 1929 and 1930. The total 
premium loans as of Jan. 1 last 
amounted to $2,586,500,000 and a year 
ago they were $2,125,100,000, showing 22 
percent increase for the year. 

There are a number of different ways 
in which we can look at this table with 
profit. It certainly shows that the peo- 
ple appreciate the service that life in- 
surance is rendering in furnishing loans 
to policyholders. People have equities 
in their legal reserve insurance. There 
are times when the loan value means 
more to a family than the proceeds at 
death. It may tide a person over a 
catastrophe. It may act as a shock ob- 
sorber until he can turn around. 

The figures for 1929 showed a ma- 
terial increase because it was during the 
latter days of October of that year that 
the famous stock market crash took 
place. Then there was a series of 
cataclysms. Therefore November and 
December of 1929 were _ strenuous 
months. The loan departments of life 
companies were running at high speed. 
All last year there was undoubtedly a 
falling back on funds that were held in 
reserve, either in savings accounts, life 
insurance policies, checking accounts or 
investments. 

Life insurance has been regarded as 
the last fortification behind which people 
fall in trouble. Theoretically life in- 
surance money is not to be used unless 
there is a great contingency because it is 
a savings fund to take care of a family 
or business as a general rule when the 
policyholder goes. 

Since the trying days of October, 1929, 
life insurance has proved a haven in 
time of financial storm. Policyholders 
have learned that life insurance is not 
merely death insurance. The loan and 
cash values are of vast moment. Agents 
in selling insurance have emphasized the 
all around service that a life company 


offers. The cash and loan values con- 
stitute one of the important services. 


The point is made that there may be an 
exigency in life when the householder is 
battling and the life insurance fund 
saves him from disaster. The lesson 
we have learned from this serious trial 
through which we have passed will un- 
doubtedly be heeded and what might be 
termed the living values of insurance 
will be kept to the fore. 

The increase in policy loans indicates 
the added drain on the companies to 
meet the demand. In spite of the ex- 
cessive toll, companies have gone ahead 
in a courageous way and loaned on poli- 
cies as part of the day’s work. There 
has been no shutting of doors, no clos- 
ing down because of lack of funds. Hun- 
dreds of banks have collapsed but life 
insurance companies have stood the test 
in a masterful way. 

The increase in ordinary insurance in 
force last year was 5% percent, while 
policy loans increased as a whole 22 
percent. As culled from the “Unique 
Manual Digest” there is shown to be 
$84,000,000,000 of ordinary insurance in 
force on which there are $2,500,000,000 
of policy loans. Policyholders are pay- 
ing interest on $467,000,000 more than 
the year previous. This, of course, 
makes an additional demand on the 
household exchequer. 

From a company administrative stand- 
point one of the grave questions in- 
volved is the possible result of this tre- 
mendous amount of mortgage. Will 
there be an increasing abnormal lapse 
ratio? That seems to be the general 
opinion. Mortgaged policies usually 
mean eventually lapsed policies. There- 
fore it behooves company officials to see 
what can be done to conserve as much 
business as possible. There will need 
to be considerable readjustment. There 
will have to be sympathetic treatment. 
Policyholders having loans become 
targets at once for salesmen of other 
companies who try to persuade them to 
drop their contracts and take out new 
insurance. 

It is quite apparent that life insur- 
ance has before it an administrative 
problem of vast proportions. 








T. R. Turrentine, 49, assistant secre- 
tary of the National Life & Accident, 
died in Nashville following a heart at- 
tack. Mr. Turrentine had been in poor 
health several years, and had just re- 
turned home after spending the winter 
in Florida. He entered the employ of 
the National Life & Accident at the age 
of 21, when the company was only two 
years old. He had been assistant sec- 
retary for 10 years. 

Mr. Turrentine’s “Uncle Henry” 
sketches were a notable feature of the 
“Shield,” weekly publication of the Na- 
tional Life & Accident. 


Sharp, chief secretary of the 
Royal Highlanders and one of the best 
known fraternal men in the middle 
west, died at his home in Lincoln, aged 
69. ‘He was a brother of W. E. Sharp, 
head of the order, and with him or- 
ganized the fraternal at Aurora, Neb., 
in 1896. 


The engagement of Mrs. Hazel Mayo 
Ewald of St. Louis to James C. Jones, 
general counsel of the American Na- 
tional of St. Louis, has been announced. 
The date for the wedding has not been 
announced, but it will probably take 
place soon. 


Abner Thorp, Jr., editor of the 
UNDpDERWRITER, addressed the Cincinnati As- 
sociation of Life Underwriters Friday. 
He spoke on “Life Insurance as an In- 
vestment.” This is the talk which has 
been received enthusiastically by under- 
writers associations in Philadelphia, 
Cleveland, Detroit, Newark, Norfolk, 
Richmond and Minneapolis. One of 
the largest crowds which has ever at- 
tended the Cincinnati life underwriters’ 
meeting was present to hear Mr. 
Thorp. The large crowd attending 
was interpreted by the president of the 
Cincinnati association as a _ personal 
tribute to Mr. Thorp as a friend and 
as one of the leaders of thought in the 
field of life insurance selling. Mr. 
Thorp will address the Boston life un- 
derwriters April 17. 

Ed Hall, 70, active vice-president of 
the Republic Mutual Life of Dallas and 
former insurance commissioner of 
Texas, died at his home in Dallas. Mr. 
Hall was president of the Republic Mu- 
tual until that company reinsured the 
business of the Crockett Mutual Life 
of San Antonio and moved its home 
office to Dallas. He became active vice- 
president of the merged company and 
was in charge of its business. 

T. L. Bradford, chairman of the 
board of the Southwestern Life, was 
elected mayor of Dallas at first meeting 
of the new city council a few days 
ago and will take office May 1. 

G. E. Lackey, president National As- 
sociation of Life Underwriters, will 
speak in Boston April 30 at the 10th 
anniversary celebration of the Paul F. 
Clark agency of the John Hancock Mu- 
tual Life. Before returning home, he 
will attend the mid-year meeting of the 
executive committee of the National as- 
sociation May 1-2 at Atlantic City. 
G. W. Ryno, manager supply depart- 
ment at the Prudential’s home office, 
celebrated his 30th anniversary of service 
last week. After 28 years of active 
service, Frank Street, assistant auditor 
Prudential, retired last week. 

F. L. Jones, vice-president Equitable 
Life of New York, has been selected 
to make the Founder’s Day address at 
Indiana University May 6. It is the 
practice of the university each year to 
select some alumnus who is an out- 
standing figure in his field to make the 





annual address. Mr. Jones will arrive 


Diamond Life Bulletins of THe NATIONAL 


in Indianapolis from the east May 4 
and will address the Indianapolis As- 
sociation of Life Underwriters before 
going to Bloomington, the home of the 
university. 

services were held in St. 
for Mrs. Anna Brady 
Phil W. Price, manager 
of the St. Louis agency of the Central 
States Life, and herself for many years 
one of the star personal producers for 
that company. 

Mrs. Price started her life insurance 
career with the Central States Life in 
St. Louis in 1915. It is believed that 
her personal production of new life 
insurance in the past 15 years ranked 
up with that of any other woman in the 
business in the middle west. 


Funeral 
Louis Monday 
Price, wife of 


W. B. Daniels, 35, general agent for 
the Pacific Mutual Life in Washington, 


D. C., died from a sudden heart at- 
tack as he stood at a soda fountain. 
He had been in Washington about 


seven years. 

Following the San Antonio, Tex. 
sales congress, Dr. S. S. Huebner of 
the University of Pennsylvania, who had 
made the trip through the state, address- 
ing the sales congresses, left for Mex- 
ico City. While there he will address 
the students at the University of Mex- 
ico. 

Vice-president Stephen Ireland of the 
State Mutual was in Chicago this week 
going over plans with General Agent 
R. J. Wiese of that city, for regional 
meetings to be started soon, the first in 
Chicago. Mr. Wiese is president of the 
general agents association. 

Paul Hurd, general insurance broker 
of Los Angeles, takes his place in the 
same category as Mark Twain, in that 
the report of his death “is greatly ex- 
aggerated.” A week ago news came 
from the Pacific Coast that Mr. Hurd, 
who for some years was an agent with 
the Provident Mutual Life in Chicago, 
had succumbed to a severe gassing re- 
ceived overseas during the war. In 
brief, it was another “Paul Hurd.” Any- 


way, Mrs. Hurd now knows in what 
high regard her husband is held by 
many friends and associates, for she 


received condolences from far and wide. 


A. M. Embry, Kansas City manager 
Equitable Life of New York, is cele- 
brating his 20th anniversary with that 
company. 

Vice-President R. M. Malpas of the 
Reinsurance Life department of the Se- 
curity Life of Chicago, who has been 
for many months in southern California, 
spent a day or so last week in Chicago 
after visiting Indianapolis, his old home. 
He has now returned to California but 
expects to be in Chicago later on. 

F, X. Quinn, vice-president Fidelity 
Mutual Life, died at Lankenau hospital, 
Philadelphia’ after an illness of several 
months. He was 60 years old. Follow- 
ing an operation performed several 
months ago, he went on a Mediterranean 
cruise to recuperate. On his return on 
March 10, he was forced to return to 
the hospital. He was recognized as one 
of the outstanding financial men in the 
business. 

On his graduation from high school 
in 1889, he secured a position as a clerk 
with the Pennsylvania Railroad. He held 
that post for two years when he re- 
signed to join the Fidelity Mutual as 
secretary to the treasurer. ‘He was soon 
promoted to receiving teller and the 
managership of the note department and 
in 1896 was made assistant secretary. 
In 1907 he was elected treasurer and a 
member of the board. In February, 
1914, he was elected as the first vice- 





president. 
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LIFE AGENCY CHANGES 














Sprague Gets Maine Field 





Well Known Metropolitan Life Man 
Becomes Union Central Life Man- 
ager at Portland 





The Union Central Life has ap- 
pointed R. L. Sprague as manager at 
Portland, Me. He succeeds the late E. 
E. Decker, who died last November. 
Mr. Sprague has been general assistant 
manager of the Metropolitan in north- 
ern territory consisting of northern 
New York, New Hampshire, Vermont 
and Maine. He is a native of Somers- 
ville, Mass., having been born in 1896. 
He was educated at Coburn Classical 
Institute in Waterville, Me., and Colby 
College. He joined the navy and after 
being discharged he taught school and 
then became a salesman for the Atlas 
Portland Cement Company. Later he 
was chemist for the Goodyear Rubber 
Company at Akron, O. He joined the 
Metropolitan in 1925 as an agent at 
Calais, Me. Later he was made assist- 
ant manager at St. Johns, N. B. 


Samel Takes Pittsburgh Post 


Assistant Secretary of Missouri State 
Life Becomes Manager There, 
Succeeding H. H. Bell 








Herbert Samel, assistant secretary in 
charge of the salary savings department 
of the Missouri State Life, has been ap- 
pointed manager at Pittsburgh to suc- 
ceed the late H. H. Bell. 

Following service in the world war 
Mr. Samel entered life insurance as an 
agent for the Metropolitan Life and 
soon became assistant manager in St. 
Louis. In 1925 he was sent to Cedar 
Rapids, Ia., as manager for the Metro- 


politan. — ; 
He joined the Missouri State Life 
Oct. 1, 1926, and spent the greater part 


of the following year as assistant man- 
ager of the St. Louis branch. He was 
promoted to assistant secretary Jan: 
1, 1928, and placed in charge of the 
salary savings department. 


George M. Buck Takes 


Territory for Reliance 


The Reliance Life has appointed 
George M. Buck of Des Moines as man- 
ager of the Kansas-Missouri department 
with headquarters at Kansas City, Mo. 
Mr. Buck will make his home in Kan- 
sas City. 

This office has jurisdiction over all 
of Kansas and about half of Missouri. 
Mr. Buck was formerly vice-president 
and superintendent of agencies of the 
Central Life of Des Moines. 








E. C. Latta 


The Bankers National Life has ap- 
pointed E. C. Latta, Hawthorne, N. J., 
as district manager for Paterson, N. J. 
He will be directly connected with the 
J. A. McKay agency. Mr. Latta plans 
for the time being to make his head- 
quarters at Hawthorne, but as_ his 
agency torce is built up will arrange to 
conduct his operations from Paterson 
a little later on. 





R. S. Babcock 


R. S. Babcock, Lincoln National Life, 
San Francisco, general agent, has re- 
signed effective June 1. Mr. Babcock 
Plans to return to Los Angeles where 
he was located for 20 years prior to his 


appointment with the Lincoln National. 
and open an office as insurance coun- 
selor and estate analytical expert. 

, NV. Gale, superintendent of agen- 
ciés, will remain in San Francisco until 
a successor is appointed. 


| 


| 





Has Supervision Over Iowa 





V. S. Eagan, Well Known in Football 
Circles, Goes with Wilhelm Agency 
of Northwestern National 





V. S. Eagan, a successful life insur- 
ance producer in Des Moines since 1920, 
has been appointed vice-president of H. 
O. Wilhelm & Co., general agents of the 
Northwestern National Life for Ne- 
braska and southwestern lowa, with 
headquarters in Des Moines. Under G. 
R. Whitlock, president of the agency, 
he will have supervision of all the Iowa 
territory of H. O. Wilhelm & Co., 
which has been extended to include Des 
Moines and vicinity. 

While Mr. Eagan has been well 
known in the life business in Des 
Moines since 1920, he is even more 
widely known throughout the state as 
“Red” Eagan, an outstanding football 
player at Grinnell college, from which 
he was graduated in 1913. He has since 
been prominent in Iowa college athletic 
circles, coaching at Des Moines College 
before entering the life insurance busi- 
ness, and since then officiating at foot- 
ball games in Missouri Valley and Big 
Ten conferences. 


N. E. Barker, R. E. White 


The Continental Life of St. Louis has 
appointed the Barker Insurance Agency, 





headed by N., Barker, as general 
agent at Birmingham, Ala. E. 
White is now general agent for the 


Continental Life at San Antonio, Tex., 
with office at 903-3 Travis building. 


H. T. Childre 


H. T. Childre, formerly vice-president 
and agency manager for the Seaboard 
Life, has been named agency superin- 
tendent in Texas for the Jefferson Stan- 
dard Life, with headquarters in Dallas. 


R. A. Hittson, R. W. Lusk 


The Massachusetts Mutual Life has 
appointed R. A. Hittson as Tulsa, Okla., 
general agent. Mr. Hittson has been 
general agent of the Seaboard Life of 
Houston at Austin, Tex., for the past 
four years. Last year he was the lead- 
ing producer. He is a graduate of the 
University of Texas. He is president 
of the Texas Life Underwriters Asso- 
ciation and has just completed a tour, 
addressing Texas sales congresses. 

President Baker of the Seaboard Life 
announces the appointment of R. W. 
Lusk as Austin manager to succeed Mr. 
Hittson. Mr. Lusk has been located at 
Temple, Tex., as district supervisor. 
The Austin territory comprises 27 coun- 
ties. 








T. P. Campbell, Jr. 


T. P. Campbell, Jr., has resigned as 
general agent of the National Life of 
Vermont at Richmond, Va., after repre- 
senting the company there for 11 years. 
He is joining the G. W. Diggs agency 
of the Penn Mutual at Richmond as a 
personal producer. He is a former presi- 
dent of the Richmond Association of 
Life Underwriters. 





R. H. McFarland 


R. H. McFarland, district agent at 
New Hampton, Ia., has been appointed 
general agent in Des Moines for the 
Farmers & Bankers Life of Wichita, 
Kan. He is a brother of O. A. Mce- 
Farland, well known general agent of 
Waterloo, Ia. 


H. J. Gilbertson 


H. J. Gilbertson has been made dis- 
trict manager at Aberdeen, S. D., for 
the Equitable Life of New York. He 
has been district manager at Fargo and 
will be succeeded there by W. J. John- 
son of Rapid City, S. D., who has been 
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This photograph is used in one of the new series of lapse letters which are mailed 
from the Home Office of NWNL to lapsed policyholders. The letters are mailed in series, 
at appropriate intervals, each with a different picture. The idea, of course, is the same in 
all the letters, pointing out the importance of keeping one’s insurance in force all of the 
time. This reproduction is very much reduced in size as each of the photos occupies the 
entire inside spread of a four page letter 11 by 17 inches, the message being on the 
front page. 


Photos Help to 
COMBAT LAPSES 


Of course, to NYNL fieldmen, 
Home Office co-operation of this 
sort is not new; but these lapse 
letters are new and different. They 
add additional strength to NYNL’s 
already well established system of 


conservation. 


The introduction of these new 
lapse letters is in line with NYNL’s 
policy of incessantly working side 
by side with its fieldmen, furnish- 
ing the tools to help sell and hold 


business. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, pacsiwwext 


STRON G~> Minneapolis Minn. ~ LIBERAL 
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Waste and Worse 


The agent who sells and passes on to new cus- 
tomers — who does not follow up his sales with 
continued service — makes five costly mistakes — 
namely:— 


_ 1. Throws away renewal commissions—part of 
his own living and the substance of his estate. 


2. Fails to do justice to his policyholder. 


3. Throws away future new business with the 
lapsing policyholder. 


4. Creates a center of bad advertising. 
5. Performs a disservice to his company. 


Lapse is an economic curse. Costly to Agents, 
costly to those who lapse, and, because of the fruit- 
less expense, costly to existing policyholders. Greater 
far than pride in volume of new business should be 
the concern of life insurance men in respect to the 
lapse problem. Home Offices, as never before so 
determinedly, are bent on removing some of the 
causes and minimizing the ineradicable. The finest 
of all thrift businesses should be exemplarily thrifty. 





WM. A. LAW, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pree. 
J. V. E. Westfall, Vice-Pres. 


THE PENN MuTUuAL LIFE INSURANCE Co. 
PHILADELPHIA 


Founded 1847 Independence Square 





field assistant for the Sioux Falls dis- 
trict. Mr. Gilbertson is president of 
the North Dakota Underwriters Asso- 
ciation. In Aberdeen he will have charge 
of the northern half of South Dakota, 
the third largest among the 16 districts 
of the Klingman agency. 


E. W. Sapp 


Earle W. Sapp of Baltimore has been 
appointed general agent for the New 
England Mutual Life in Washington, 
D. C. He succeeds D. R. Harris, who 
has resigned as general agent but will 
remain in the office as associate gen- 
eral agent. 

Mr. Sapp’s entire life insurance ex- 
perience of 11 years has been with the 
New England Mutual. For many years 
he has been superintendent of agents 
under General Agent Savage of the Bal- 
timore agency. 


Western & Southern Changes 


The Farrell, Pa., office of the Western 
& Southern Life has been transferred to 
Sharon, Pa., and the Sullivan, Ind., of- 
fice has been consolidated with the Lin- 
ton office. The Monroe, Mich., office 
has been consolidated with the Wyan- 
dotte district. The Delphos, O., office 
is now combined with the Van Wert, 
O., office. 

W. O. Burns, formerly of Indian- 
apolis, has been placed in charge of the 
Terre Haute district. 











R. E. White 


The Continental Life of St. Louis, 
formerly represented by Coleman & 
Co., has appointed R. E. White man- 
ager at San Antonio, Tex. Mr. White 
has been with the Cherry & Cherry 
agency of the Bankers Life of Des 
Moines for the past nine years. 
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Life Agency Notes 














J. B. Leeman has been appointed 
branch manager for the Life of Vir- 
ginia at Decatur, Ala. Mr. Leeman’s ex- 
perience in personal production and 
agency organization work covers 15 
years. 

x* * * 

N. R. Johnson has been appointed gen- 
eral agent of the Minnesota Mutual for 
northern Minnesota, except. territory 
serviced by the Edson Washburn agency 
at Crookston. Mr. Johnson has had ex- 
perience as a banker. 

*x* * * 

W. D. Callaghan of Cleveland has re- 
signed as manager of the Pacific Mutual 
Life to devote his entire time to the di- 
rection of the business of Wm. D. Cal- 
laghan, Inc. Wm. D. Callaghan, Inc., 
will represent the Pacific Mutual Life as 
broker. 

ee 6 

L. J. Bryan, formerly with the Equi- 
table of New York, has joined the Na- 
tional Reserve Life here as branch man- 
ager in Kansas City, Mo. 

cea 

The Great Southern Life of Texas has 
established offices in Kansas City, Mo., 
in charge of A. R. Harris, district man- 
ager. 

* * * 

E. M. Barber has been appointed 
agency manager of the Equitable Life 
of New York at Jackson, Miss. He has 
been district manager at Gulfport, Miss. 

* * * 

The firm of Ritenour & Pickering, 
Harrisonburg, Va., has been formed by 
W. E. Pickering, formerly with the Met- 
ropolitan Life, and T. A. Ritenour. They 
will act as district managers of the State 
Mutual Life and will write all forms of 
insurance. 
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SERVICE 
MUTUALITY 
DEPENDABILITY 


These three have been the 


basis of Eighty-six years of 
continuous experience in 
American Life Insurance. 


Modern Life Insurance 
Since 1845 


The 
Mutual Benefit 
Life Insurance Company 


Newark, N. J. 
































Macauley Is Again President 





John Hancock General Agent Reelected 
Head of Life Managers Association 
of Detroit 


DETROIT, April 16—C. A. Ma- 
cauley, John Hancock Mutual Life, was 
reelected president of the Life Managers 
Association of Detroit by the new board 
of directors. Mr. Macauley became 
president in July following the resigna- 
tion of R. S. Edwards. M. L. Wood- 
ward, Northwestern Mutual Life, was 
named vice-president and J. C. Caper- 
ton, Phoenix Mutual Life, secretary- 
treasurer. 

The new directors are Mr. Macauley, 
Mr. Woodward, H. E. Van de Walker, 
American Life; L. B. Scheuer, Pacific 
Mutual; Donald Clark, Mutual Benefit 
Life; R. M. Ryan, Equitable Life of 
New York; R. H. Kerr, State Life of 
Indiana; R. T. Smith, Travelers, and 
H. K. Schoch, Aetna Life. 





ILLINOIS AGENTS, COMPANIES 
OPPOSE QUALIFICATION BILL 





The legislative committee of the Chi- 
cago Association of Life Underwriters 
has joined with spokesmen for the IIli- 
nois life insurance companies in oppos- 
ing the agents’ qualification bill before 
the Illinois legislature. The agents 
agreed to take up the cudgel if Illinois 
companies would get behind anti-twist- 
ing and anti-rebate measures. 

The qualification bills are being 
warmly promoted by the Illinois Asso- 
ciation of Insurance Agents and Insur- 
ance Brokers Association of Illinois. 
Apparently it was assumed by fire and 
casualty agents that life producers would 
be in favor, for the bill calls for exam- 
—_ and licensing of life agents as 
well. 

Illinois companies call the qualifica- 
tion bill inimical to home state com- 





panies and of advantage to foreign com- 
panies. They feel that public lists of 
agents would be targets for out of state 
competitors. 


Swanson Starts in “High” 


The H. G. Swanson general agency of 
the New England Mutual Life in Chi- 
cago started off with a “bang” in the 
first month, 22 applications for $676,000 
being written or an average application 
of more than $30,700. Mr. Swanson is 
building slowly and carefully, but al- 
ready he has several substantial pro- 
ducers in his office. 


Regulate Burial Association 


All burial associations in Wisconsin 
would be required to comply with the 
laws governing legal reserve life com- 
panies, under a bill introduced in the 
Wisconsin legislature. A minimum de- 
posit of $10,000 is required and if the 
maximum amount of all policies or cer- 
tificates outstanding at the end of any 
vear shall exceed $20,000, the deposit 
is to be increased $5,000 for each $10,- 
000 of certificates above $20,000. 








Investment Law Signed 


The Mueller measure allowing invest- 
ment of life insurance funds in interest 
bearing notes of any building and loan 
association organized under state laws 
has been signed by Governor La Fol- 
lette. 


Broderick & Son Opened 


Broderick & Son, class 1 agency, 
opened recently at 164 West Jackson 
boulevard, Chicago. The officers of this 
incorporated agency are State Senator 
John J. Broderick of Illinois who has 
been a member of the senate for up- 
wards of 30 years and is widely known, 
and his son, John J., Jr. The son started 
with the United States Fidelity & Guar- 
anty in Chicago some ten years ago 
under the late George Brennan and has 
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had wide insurance experience since that 
time. Broderick & Son represent the 
Columbia Fire, American Union Fire, 
Netherlands and Twin City, the Con- 
tinental Casualty and also the Conti- 
nental Assurance of that some fleet, and 
the Mutual Life of New York. 


Columbus Managers Organize 


A Life Managers Association has been 
organized at Columbus, O., with E. P. 
Tice, Midland Mutual, president; R. W. 
Hoyer, John Hancock, vice-president, 
and F. A. Lichtenberg, Massachusetts 
Mutual, secretary-treasurer. 


White Holds Open House 


All last week H. C. White, newly ap- 
pointed Detroit general agent for the 
Connecticut Mutual Life, succeeding J. 
F, Lawton, held open house at the com- 
pany’s new location at 1332 First Na- 
tional Bank building. H. M. Holder- 
ness, vice-president, and Chester Spar- 
ver, assistant superintendent of agencies, 
represented the home office. 


Riehle Guest of C. L. U. 


Theodore M. Riehle of the Equitable 
of New York in New York City, na- 
tionally known big producer and speaker 
who addressed the Chicago Associa- 
tion of Life Underwriters the evening of 
April 15 was the guest of the Chi- 
cago chapter of Chartered Life Under- 
writers at luncheon in the Midland Club 
the same day, and spoke there, 








Gillogly Bill to Governor 


The Gillogly bill liberalizing the scope 
of investments of life insurance com- 
panies has now passed both houses of 
the Ohio legislature and has been sent 
to Governor White for his signature. 
The measure permits investment in rail- 
road and public utility bonds. 

Another bill passed exempts from the 
inheritance tax the proceeds of life in- 
surance policies made payable to a trus- 
tee. The only life insurance now sub- 
ject to the inheritance tax is that which 
is made payable to one’s estate. 





Hewitt District Supervisor 
W. M. Hewitt of Peoria, Iil., has been 


appointed district supervisor for the 
Sterling Underwriters of Chicago. This 














Cc. E. WADDELL 


C. E. Waddell, manager Detroit 
branch of the Missouri State Life, has 
received the president’s cup on account 
of his agency increasing its production 
50 percent during the last quarter of 
1930, 





organization recently took the state gen- 
eral agency for the Guaranty Life of 
Iowa. In its first month the organiza- 
tion produced $128,000. Mr. Hewitt, 
who does most of his traveling by air- 
plane, is organizing Illinois for the 
Sterling Underwriters. 





Rules Against Marriage Carrier 


LANSING, MICH., April 16—At- 
torney-General Voorhies of Michigan 
has ruled that the Marital Endowment 
Corporation of Grand Rapids cannot 
write insurance or be a_ corporation. 
His ruling was at the request of Com- 
missioner Livingston, who wanted to 
know if he should attempt to regulate 





the business of the concern. 








IN THE MISSOURI VALLEY 











Institute to Extend Scope 


Omaha Organization Dealing with Un- 
derwriting and Actuarial Problems to 
Become State- Wide 








The Omaha Life Institute will vote 
at its anuual meeting in May on a pro- 
posal to change its name to the Ne- 
braska Life Institute in order to give 
Statewide scope to its activities. It 
was organized in 1929 and confines its 
membership to home office employes of 
the actuarial and underwriting depart- 
ments. The past year the institute has 
invited Lincoln companies to take part, 
and so much interest was aroused that 
the proposal has been made to widen 
the territory. Discussions of new poli- 
cies, formulation of annual reports and 
other data of an educational matter are 
taken up at the monthly meetings. 

Companies with home offices in Lin- 
coln were hosts to the institute last 
week. H. L. Schwenker of the Liberty 
Life presided. Commissioner Kizer, in 
an address on insurance company in- 
vestments, went into considerable de- 
tail in analyzing the Nebraska statute, 
which has been regarded as a model 
law of that character. He emphasized 
hat company officials should not con- 
sider the qualification of a security un- 
der the law sufficient recommendation 


of its fitness for the investment port- 
folio. - 
J. W. Kinsinger, general counsel 





Midwest Life, Lincoln, gave a resume 
of the bills before the legislature. He 
said considerable satisfaction had been 
expressed over the defeat of the bill to 
require foreign companies doing busi- 
ness in Nebraska to invest their Ne- 
braska reserve in Nebraska securities. 





lowa Paid-for Total, 1930, 
Is 3 Percent Above 1929 





DES MOINES, April 16.—New paid- 
for life insurance in Iowa in 1930 totaled 
$221,000,000. The 14 lowa companies 
wrote $60,577,000 of this and 61 outside 
companies $160,423,000. 

Business of Iowa companies in all 
states totaled $296,744,000. The Bankers 
Life of Des Moines produced $124,705,- 
248, Equitable Life of Iowa $75,161,791, 
Royal Union $18,460,681 and Guaranty 
Life $14,123,755. 

Iowa ranked second in the United 
States in 1930 in percentage of insurance 
sales compared with 1929. Sales in this 
state were 103 percent of those for the 
year before. 


Zimmer Heads Life Company 


John F. Zimmer of Lincoln, Neb., 
secretary and manager Capital Fire and 
general agent for Nebraska for the 
American Constitution Fire, has been 
elected president of the American States 
Life, a mutual, legal reserve life com- 





New Reimbursement Contracts 


Pay All the Bills 


Plus Usual Benefits 


With accident costs mounting all the 
time the question of expense looms large 
and a reimbursement feature becomes an 


essential feature in accident insurance. 


The Connecticut General’s new reim- 
bursement contracts pay all expenses up 
to ten per cent of principal sum plus the 


usual 


benefits. 


For rate folder, etc., apply to our local 


office. 


Connecticut General 
Life Insurance Company 


Hartford, Conn 
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trained man is assigned 


DeBarry & Associates, Inc. 
satishied with the adjustment. 


SERIES NO. 8 


regarding the conservation and 
reclamation of life insurance 


MR. LIFE INSURANCE EXECUTIVE: 


Do your agents help 
save your business? 


importance of having trained specialists like 

is paramount considering 
our policyholders, company and agents are fully 
Information arding 
DeBarry method will be gladly furnished life in- 


surance executives. 


DEBARRY & ASSOCIATES, 


INSURANCE COUNSELORS 





XX WEST ADAMS STREET, CHICAGO, ILL. 





COMPANIES that have tried the DeBarry plan of saving im- 
paired business find their agents are very glad to have spe- 
cialists help them do this work. One of the features of this 
organization is never to disturb your agents or take any business 
from them. DeBarry & Associates, Inc. will either operate in- 
dependently or work with your agents. Regardless of the method 
of operation the good-will of your agency force is maintained and 
the agents themselves become much more alert to the value of 
conservation and reclamation work. 


Our plan also leaves the policyholder satisfied. One DeBarry 
to only your company’s work which 
means that all your policyholders regardless of where they live 
receive the same careful attention. Incidentally only your own 
company is ever mentioned to the policyholder. 


INC. 
























Increase in 

insurance in force 
in 1930 

76 MILLIONS 
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National Life Jnsurance Company. 
Fort Waune, Jnd. 























THE FORMULA OF SUCCESS 


LZ INSURANCE can be explained in plain, everyday language. 
The facts can be simply stated. People need to be told about life 
insurance by one who knows life insurance and its adaptability. Sales- 
men of integrity, ability and courage who will work systematically and plainly state 
the facts of life insurance service will be Masters of their craft and successful. 


Tue Murvat Lire or New York, with its long history of increasing success, offers 


opportunity. i 
and Double Indemnity Benefits. 
for Field Representatives and for Policyholders. 


It writes Annuities and all Standard forms of life insurance. — 
It has many practices to broaden and expedite service 


Disability 


Those contemplating engaging in life insurance field work as a career of broad 
service and personal achievement are invited to apply to 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street 


DAVID F. HOUSTON 
President 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President and 
Manager of Agencies 
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ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the Company That Is 


NOT TOO LARGE 
NOT TOO SMALL 


NOT TOO OLD 
NOT TOO YOUNG 


The Solid Growing Company Officered by Men Who Are Agency Minded 
WE HAVE THE TOOLS 
P. vl 
‘artictpating and Non ee SE and Women on Equal Terms—Total 





Ctrcularization Aids—Supervisor’s 


Help—Direct Contracts, Human Relations, Liberal 


Contracts and Special Producer’s Clubs 





lf You Are Ready for a General Agency 


ts Desirable T: 


There 
IOWA—NEBRASKA—MINNESOTA—AND SOUTH DAKOTA 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


Jay G. 
COL. C. B. ROBBINS, Pres. 


Sigmund—Vice-Pres. & Agency Director 


Cc. B. SVOBODA, Secy. 


CEDAR RAPIDS, IOWA 

















pany at Lincoln, Neb., organized in 
February, 1929. 

Other officers are: William Kiewit, 
secretary; B. M. Raynor, treasurer, and 
H. L. Hutson, superintendent of agents. 
Mr. Hutson is an experienced life in- 
surance man. He was formerly with 
the Home Guardian Life of Lincoln 
and previous to that with the Royal 
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Union Life. The company expects to 
move to larger quarters about June 1, 


Dr. J. L. Adams, a member of the 
medical staff of the Metropolitan Life 
for more than 20 years, died at his home 
in Madison, N. J., from heart trouble. He 


was 69 years old. 


from The 
Information free. 


Order your 1932 calendars 
National Underwriter. 
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New Company Is Organized 


Southern National Life of San Antonio 
Being Built Around Former 
Texas Commissioner 








The Southern National Insurance 
Underwriters in the Smith Young 
Tower of San Antonio is promoting the 
Southern National Life. The company 
is being built around R. L. Daniel, 
who is former Texas insurance com- 
missioner and is a well known attorney. 
The organization is putting out a five 
payment 10-year endowment bond to 
create capital and surplus. At the end 
of the five years each holder will re- 
ceive five shares of non-assessable stock 
and from the purchase will receive a 
bonus on the life insurance business. 
Aside from Mr. Daniel, Dr. W. A. 
King, former member of the state board 
of health, is president of the underwrit- 
ers. Mr. Daniel is vice-president. He 
now resides at Victoria, Tex. W. N. 
Alley, a financial specialist of San An- 
tonio, is vice-president; G. H. Holmes 
of San Antonio, an accountant, is sec- 
retary and treasurer. Attorney Nelson 
Lytle of San Antonio is general coun- 
sel. Dave Watson, an attorney of San 
Antonio, is a member of the board. 





Can’t Pass Law Putting Ban 
on Unauthorized Advertising 


MONTGOMERY, ALA., April 16.— 
Superintendent Greer’s plan to secure 
enactment of laws preventing unauthor- 
ized insurance companies from advertis- 
ing or soliciting by mail, through the 
newspapers or over radio, has been 
crushed by an opinion from Attorney 
General Knight that such laws would be 
unconstitutional. 

Solicitation by mail cannot be stopped, 
because it is an interstate matter. News- 
paper advertising, Mr. Knight says, can- 
not be prevented unless the advertising 
is such as to come under the law penal- 
izing anyone who “represents or adver- 
tises himself by poster, circular letter 
or in any other manner as the agent 
of any insurance company which is not 
possessed of the capital and assets re- 
quired by the laws of this state, or 
which has not complied with such laws.” 

Mr. Knight says the department thas 
no legal right to prevent radio adver- 
tising “unless such advertising consti- 
tutes active solicitation and the party 
so advertising by his statements or 
otherwise constitutes himself an agent 
of the company. This would be a mat- 
ter of fact which would be determined 
in the particular case.” 

Mr. Greer will therefore have to be 
content with warning the public against 
unauthorized companies. The attorney 
general says he has a perfect legal right 
to do that. 


New Oklahoma Laws 


OKLAHOMA CITY, April 16.—The 
Oklahoma bill providing that a receiver 
may be appointed for assessment com- 
panies which are found to be insolvent 
has been signed by Governor Murray. 

The bill which provides that policies 
may be written in Oklahoma without 
medical examination up to $10,000, has 
passes both houses. overnor Murray 
will not sign the bill but after five days 
the bill automatically will become law. 





Hearing on Robertson Law 





Movement in Texas Back of Anderson 
Bill to Modify the Compulsory 
Investment Act 





There was a hearing this week at 
Austin, Tex., on the Anderson bill to 
modify the Robertson law in such a 


manner as to remove the requirements 


for compulsory investment in Texas 
securities by life companies operating 
in the state, equaling the amount of 
Texas reserves. L. Casey of San 


Antonio, well known insurance man, js 
leading the fight on the Robertson law. 
A state legislative committee for a mod- 
ification of the Robertson law has been 
organized with H. L. Kokernot of Al- 
pine as chairman. 


SPECIAL TRAIN CHARTERED 
SAN ANTONIO, TEX., April 16 


L. A. Casey of this city arranged for 
chartering of special train to take ap- 
proximately 200 San Antonio and south- 
west Texas business men and women 
to Austin to support the bill of Repre- 


sentative Anderson of San _ Antonio 
modifying the Robertson law at the 
house committee hearing Mr. Casey 


declares there are much brighter pros- 
pects for success than on the two pre- 
vious efforts when the Gibson and 
Wirtz bills were before the law makers 





Pact of Arkansas Companies 
Hit by Attorney General 





LITTLE ROCK, ARK., April 16— 
Contending that an inter-company agree- 
ment between the Home Life, Home 
Fire and Home Accident was illegal, 
void and against public policy, W. L 
Pope, assistant attorney general, filed 
an answer in circuit court to the inter- 
vention of the Home seeking the en- 
forcement of the inter-company agree- 
ment. 

As a result of the inter-company 
agreement, assets to the extent of about 
$200,000 were used in an effort to Sta- 
bilize banks in which the Home Acci- 
dent and Home Fire were stockholders, 
it was said. This arrangement resulted 
in losses for the Home Life, it was re- 
cited in the intervention. 





Merged Company Must Pay Anew 


The American Life, recently formed 
at Birmingham by the merger of the 
American Security and American Stand- 
ard Life, is a new corporation and must 
pay its filing fee, and all agents must be 
relicensed, Attorney General T. Knight 
holds in an opinion to Superintendent 
Greer of Alabama. 

Although both companies forming the 
merger have already paid their filing 
fees and their agents have all been Ii 
censed, the attorney general holds that 
it must all be done anew by the new 
company. 


Jackson Branch Opened 


The Equitable Life of New York has 
opened a branch office in Jackson, Miss. 
Ernest Barber of Gulfport was installed 
as agency manager by W. W. Klingma®, 
executive vice-president, and R. R. Hale. 
superintendent of agencies of the south- 


ern division. 
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New Union States Officials 





Francis F. McGinnis Has Been Elected 
Vice President and Superintendent 
of Agents 





W. E. Hibbard, president of the Capi- 
tol Underwriters Corporation, which 
owns the Union States Life of Portland, 
Ore., has announced additions to the 
personnel. F. F. McGinnis has been ap- 
pointed vice- -president and superinten- 
dent of agencies. He was_ formerly 
president of the Agricultural Life of 
Bay City, Mich., filling that position for 
14 years. Later Mr. McGinnis became 
agency director of the American Medi- 
cal Life of Spokane. 

Hunter Glover and J. R. Daley have 
been appointed fiscal agents for the 
Capitol Underwriters Corporation. Mr. 
Glover founded the Cleveland Mortgage 
Company and for some years was presi- 
dent. Mr. Daley has been in the in- 
vestment banking field, dealing in bank 
securities in California. He operated 
chemical plants on the Pacific Coast. 
He made a number of discoveries in 
mineral chemistry. Mr. Daley con- 
ducted several prominent real estate 
deals in Chicago. More recently he has 
been in insurance organization work in 
Utah. 

J. B. Krutza has been appointed office 
manager of the Union States Life. For 
nine years he was cashier and secretary 
of the American Life of Denver. He 
has also been connected with the Colo- 
rado Life, and the Bankers International 
Life of Denver. For some time he was 
cashier of the Minneapolis agency of 
the Lincoln National Life, handling the 
northwest. 


Hold Joint Life-Trust Meeting 


The first of 
luncheon-meetings of the 





a series of four joint 
Life Man- 





agers Club of Los Angeles and trust 
officers of local banks and trust com- 
panies brought out an attendance of 45 
life managers and trust officers. 
Kellogg Van Winkle, Equitable Life 
of New York, chairman of the commit- 
tee on trust company service, presided. 
Les Roscoe, Pacific Mutual Life, spoke 
on “The Value to the Life Underwriter 
of Trust Service,” and F. R. Behrends, 
vice-president and trust officer of the 
California Trust Company and chairman 
of the trust officers’ committee, on “The 





Value to the Trust Officer of Life In- 
surance Service.” 





Salt Lake Club Meeting 
At a meeting of the Utah Life Man- 
agers Club at Salt Lake City, L. J. Doo- 
lin of the Life Insurance Sales Research 


Bureau was the speaker. W. M. Jones, 
manager Business Men’s Assurance and 
president of the club, presided. The 


speaker gave a timely and interesting 
address on methods of conservation as 
found practical by the Research Bureau. 
He also emphasized to the managers 
their job was one of making of their 
agents business builders rather than 
business getters. 











ACCIDENT- AND HEALTH FIELD 











Most Claimants Are Honest 





J. W. Carroll, Aetna Life, Gives Claim 
Man’s Viewpoint in Address to Chi- 
cago Accident and Health Managers 





The accident and health claim man 
today appreciates his responsibilities to 
the policyholder, who looks to him for 
the fulfillment of the promises made in 
the policy contract, J. W. Carroll, man- 
ager accident and health claim depart- 
ment, Aetna Life, told the Accident & 
Health Managers Club of Chicago at 
its meeting Monday. He must therefore 
be patient in explaining the actual terms 
of the contract in cases where there is 
an honest misunderstanding as to its 
provisions. Mr. Carroll gave it as his 
opinion that the vast majority of ques- 
tioned claims are of this character. He 
said that there are, of course, some cases 
where there is a deliberate attempt to 
defraud the company but that these are 
comparatively few. 

In connection with the cases of mis- 
understanding, he emphasized that the 
agent can save the claim department 
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much grief by using better care in fill- 
ing out applications, particularly as to 
the exact description of the applicant's 
occupation and his medical history. It is 
in connection with these two features 
that most of the trouble arises. He em 
phasized the need for mutual under- 
standing and close cooperation between 
the agency and claim departments and 
said that his invitation to address the 
managers’ club was evidence of the fact 
that such cooperation does exist. 

Following his address, a number of 
questions were addressed to Mr. Car- 
roll on such subjects as hernia claims, 
late notice, payments for partial dis- 
ability, use of standard provision 17 and 

“accidental means,” the discussion of 
which covered a wide range. 

R. E. Richman of the Cincinnati of- 
fice of Tue Nationa. UNDERWRITER, 
editor of the Accident & Health Bulle- 
tins, reviewed briefly the development 
of the reimbursement form now being 
written by a number of companies to 
cover hospital, surgical and other ex- 
penses and some of the problems that 
have arisen in connection with it. 

The May meeting of the Chicago club 
will be its annual meeting, at which of- 
ficers will be elected. 





Inter-Ocean to Reinsure 


A. & H. Business of Pilot 





health business of 
Greensboro has been 
reinsured by the Inter-Ocean Casualty 
of Cincinnati. By far the greater por- 
tion of the $24,000 premiums written 
by the Pilot Life in 1930 came from 
North Carolina, with a _ substantial 
amount also from Virginia. The Pilot 
also had accident and health business in 
Alabama, Arkansas, District of Clum- 
bia, Florida, Georgia, Louisiana, Miss- 
issippi, South Carolina, Tennessee, 
Texas and West Virginia. 

The reinsurance arrangement between 
the Pilot and the Inter-Ocean becomes 
effective May 1. After that date all 
handling of the accident and health busi- 
ness which had been written by the 
Pilot will be taken care of from the 
Cincinnati office of the Inter-Ocean 
Casualty. Only Inter-Ocean policies will 
be issued through Pilot Life agencies 
writing through the Inter-Ocean. Since 
the Pilot Life operated its accident and 
health department as. secondary to its 
life business and the Inter-Ocean is 
solely an accident and health company, 
the latter company naturally has a more 
extended line of policies, fitted for use 
in selling every possible ccident and 
health field. 

E. G. Jones of Greensboro will con- 
tinue as state agent for the Inter-Ocean 
Casualty in North Carolina. 


The accident and 
the Pilot Life of 





Wilde on Conference Program 


Frazer B. Wilde, secretary of the 
Connecticut General Life and one of the 
recognized authorities on accident and 
health insurance, has been added to the 
already strong program arranged for the 
annual meeting of the Health & Acci- 
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1930 


ANOTHER YEAR 
OF GAINS 


for 
THE 
PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


of 
Chattanooga, Tennessee 


222% GAIN 


In Life Insurance in Force 
Total Now 


$54,603,238.00 
Life Department 13 Years Old 


6% GAIN 


In Accident and Health 
Insurance Premiums 
Total For 1930 


$4,539,685.00 


10% GAIN 
In Assets 
Assets Now 
$5,560,459.67 


$1.40 Assets for Every $1.00 of 
Liability 


Payments to Policyholders and 
Beneficiaries in 1930 


$3,318,795.50 


Payments Since Organization 


$18,854,736.42 


dent Underwriters Conference in Wash- 
ington, D. C., May 21-22. A definite 
acceptance has also been received from 
Dr. Julius Klein of the United States 
Department of Commerce, whose ap- 
pearance on the program has been 
somewhat uncertain heretofore. 

The program committee has set aside 
time for two discussions of especial in- 
terest, one on “Accident and Health 
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eshte” which will follow the re- 


port of the committee on legislation and 
public relations, and the other on “The 
New Manual,” which will follow the re- 
port of the manual committee. The dis- 
cussions of each of these subjects will 
be independent of the reports of the 
committees and will follow their reports 
only because of the subject matter in- 
volved. 
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LIFE POLICIES 








Policy Literature. Rate Books, etc. 
Digest” and “‘Little Gem,” 
PRICE, $4.00 and $2.00 respectively. 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the “Unique Manual- 
Published Annually in May and April respectively. 














Issues Two New Contracts 


Mutual Life of New York Puts on Mar- 
ket Retirement Income and Con- 
vertible Term 





The Mutual Life of New York has 
put on the market a retirement income 
contract and automatic conversion term 
policy. The retirement income will be 
sold in units from $10 to $2,000 a month 
to men except when disability is de- 
sired, when the maximum is reduced to 
$500. No medical examination is re- 
quired except where the disability clause 
is added. The contract is issued with 
maturities at 55, 60 or 65, the age limits 
respectively being 15-45, 15-50 and 15-55. 
There is a cash value at the end of the 
first year and the cash value in case 
of death of policyholder is the amount of 
death benefit. A lump sum will be paid 
at maturity if desired instead of a 
monthly income. Rates for women are 
slightly more than for men. The new 
term policy which carries unusually low 
net rate is issued on ten different plans, 
ranging from one to ten years before 
the automatic conversion feature op- 
erates. 

Illustrative rates at five-year intervals 
under the three income plans are: 





Age 55 60 65 

7 speeetedesadacen $21.06 $14.82 $10.38 
a” weewdteeesnaeaeiens 26.71 18.55 12.86 
De senwkeha oe ee neey © 34.50 23.52 16.09 
Me ide deaeecednasdes 45.72 30.38 20.40 
My eedeseseeueneeees 62.97 40.26 26.35 
40 92.28 55.45 34.92 
Sere 151.79 81.27 48.09 
7 «enes-eses <eeennss - 133.67 70.49 
Ee nesecenavacesn nes ee 115.94 


Rates for the term policy on the one, 
five and ten year basis, with dividends 


are: 

age 1Yr Div. 5Yr. Div. 10 Yr. Div. 
2 ..$10.16 $2.97 $10.29 $2.98 $11.79 $4.12 
25 .. 10.43 3.03 10.61 3.05 12.21 4.23 
30 10.89 3.12 11.15 3.15 12.95 4.41 
35 . 11.57 3.24 11.96 3.28 14.13 4.69 
40 . 12.67 3.42 13.28 3.48 16.10 5.12 
45 . 14.44 3.69 15.57 3.81 19.71 5.89 
50 . 17.84 4.27 19.95 4.51 26.25 7.36 
55 . 24.04 5.27 27.61 5.67 37.30 9.81 





Business Men’s Assurance 


The Business Men's Assurance of Kan- 
sas City is issuing three new policies, a 
retirement annuity, family income plan 
and a child’s policy. These were intro- 
duced at the sectional sales conferences 
which started in Texas April 6-7. The 
family income is issued as a rider on any 
of the regular policies except term, 





Double Indemnity Payable 
When Boxer Dies in Ring 


The United States district court 
of appeals for the western district 
of Pennsylvania has ruled that 
double indemnity benefits are pay- 
able to the beneficiary of a boxer, 
who dies as a result of injuries 
suffered in the ring. The case was 
Gustafson v. New York Life. 

The court held that boxing is 
not a prohibited ocupation under 
the terms of the policy. It is 
classed with football, basket ball, 
baseball, horseback riding, and the 
like, according to the court. 


























single premium, guaranteed income, re- 
tirement annuity, juvenile or joint life. 
Rates have been calculated for every at- 
tained age and for benefits extending 
from one to 20 years. The tabulation 
below is for the 20-year form. Illustra- 
tive rates are: 





——$10 Per Mo. 
Retire- Retire- 
Family ment ment 
Income Annuity Annuity 
Age Rider at at 65 
eee 9.18 $ 15.46 $ 10.21 
eee 9.48 20.14 13.25 
a x 17.41 
q 23.28 
31.87 
45.22 
68.02 
114.21 


The Atlas Life of Tulsa has issued new 
family income and life expectancy poli- 
cies. 
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Conservation Work Stressed 


Importance of That Phase of Business 
Emphasized by Two Speakers at April 
Meeting of Detroit Association 








DETROIT, April 16.—It is more im- 
portant to keep policies already sold 
in force than it is to get new business, 
members of the Life Underwriters As- 
sociation of Detroit were told by two 
speakers on conservation at the April 
meeting. It was brought out that a 
satisfied policyholder is not only a con- 
tinued source of income for the under- 
writers but is even more important as a 
“walking advertisement” for the com- 
pany and as an aid in the development 
of new contracts. 

C. A. Macauley, 
Hancock Mutual Life, and 
O’Keefe, sales director Johnston & 
Clark general agency, Mutual Benefit 
Life, were the speakers who stressed 
the vital place that conservation plays 
in the life insurance business. The pre- 
vention of lapsed business is engaging 
an ever-increasing amount of study and 
attention by company executives and 


general agent John 
F, 


life managers alike, the underwriters 
were told. 
President H. E. Van de Walker, 


American Life, called attention to the 
fact that the membership of the asso- 
ciation has passed the 400 mark, a new 
high record. Abner Thorp, Jr., man- 
ager of the Diamond Life Bulletins, will 
speak at the May meeting. 

. 2 + 


The Cleveland association is undertak- 
ing to bring the “Traveling School,” or- 
ganized and promoted by the National 
association to Cleveland May 22 and 23. 

x * * 

Greeley, Colo.—-W. W. Winne, Denver 
general agent of the Connecticut Mutual, 
spoke in Greeley Monday evening at a 
meeting to organize an underwriters’ as- 
sociation. 

x * * 

Richmond, Va.—N. D. Sills, Richmond 
manager for the Sun Life of Canada, was 
the principal speaker at the April lunch- 
eon-meeting of the Richmond association 
on “The Man in the Field.” 


eS © @ 
Des Moines, Ia.—At the April 11 meet- 
ing of the Des Moines association, 


Thomas Watters, Jr., Des Moines insur- 
(CONTINUED ON LAST PAGE) 
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CALIFORNIA 








Barrett N. Coates 


COATES & HERFURTH 


CONSULTING ACTUARIES 


437 So. Hill Street 


114 Sansome Street 
LOS erensneed 


SAN FRANCISCO 


Carl H. Herfurth | 








ILLINOIS 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 














J. Charles Seitz, | F. FA. LA. 
CONSULTI 


Auther “A System na ‘Recuntine ™ a Life 
tn 


Legal Reserve, —_. 
Pensions 
North La Salle Street 








228 
Phone Franklin 6559 











INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 














HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 











MISSOURI 











IALEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown ~~ St. Louis 


an 
800 Securities Building, Kansas City 














NEW YORK 








MILES M. DAWSON & SON 
CONSULTING ACTUARIES 


88 W. 44th St. New York City 
_ 














Woodward, Fondiller & Ryan 


Consultants 
Actuarial, Accounting and 
Management Problems 


75 Fulton St. New York 














OKLAHOMA 








T. J. McCOMB 
COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Values, etc., Cal 
culated. ‘Valuations and Examinations Made. Poll- 
cies and all Life sa Forms Prepared. ‘The 
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Veteran Texas Manager Gives Tips 
on What to Be and Do This Year 
in Order to Succeed in Business 


Considerable emphasis in life insur- 
ance has been placed in recent years 
on what salesmen snould know and say; 
now two elements are being stressed, 
what they should be and do, O. S. Cum- 
mings, Texas state manager, Kansas 
City Life, declared in talks given at the 
four general sales congresses held in 
that state, at Dallas, Amarillo, Hous- 
ton and San Antonio, respectively. He 
is vice-president of the Texas Associa- 
tion of Life Underwriters and was 
chairman of the committee which di- 
rected the sales congresses. Mr. Cum- 
mings said in part: 

Unless one cultivates those personal 
traits and habits which are exemplified 
in the lives of successful life under- 
writers he cannot hope to scale the 
heights of achievement. Sincerity, in- 
tegrity, unselfishness, loyalty, friendli- 
ness, diligence—and a host of other per- 
sonal qualities are essential to success. 

“It is not enough to ‘know your stuff’ 
and be able glibly to tell the other fel- 
low about it; you must be the kind of 
person whose daily life establishes con- 
fidence in your knowledge and in your 
recommendations. Life underwriting is 
neither a ‘game’ nor a ‘racket.’ It is a 
vocation which men of only proven in- 
tegrity and sincerit-- of purpose should 
be permitted to engage in. 


Right Mental Attitude 
Is Essential This Year 


“Securing better business requires a 
proper mental attitude toward one’s 
work. In the prosperous days of 1928 
and 1929 order-takers thought they had 
become salesmen. With the increased 
resistance to sales effort in all lines of 
business in the fall of 1929 and during 
1930 the ‘flabby’ spirit of the order-taker 
sank to a low level and only real sales- 











men made satisfactory sales records. 

“The easiest way to secure a proper 
adjustment of one’s mental attitude is to 
consider the increased appreciation of 
life insurance on the part of the pub- 
lic, the increased uses for what we have 
to offer and the special need for life 
insurance during just such a period as 
we are now passing through. 

“Some agents have talked about the 
effect that unemployment has had on 
their business. Those who have talked 
about four millions of unemployed peo- 
ple in the United States should be re- 
minded of the more than forty millions 
who are at work. 


Daily Time Schedule 
Necessary for Agents 


“It is my conviction that the most 
difficult problem to solve in the market- 
ing end of the life insurance business is 
how to impress upon the individual 
agent the importance of systematic 
work. To the salesman on a commis- 
sion basis time is money, and yet it is 
wasted as though it had no value. Most 
of this waste is due to no effort on 
their part to organize their work. 

“The first element in a plan of sys- 
tematic work is a daily time schedule. 
Another essential is to organize the 
work to be accomplished each day. Se- 
lect at least ten actual prospects to call 
on, or 20 people to call upon to deter- 
mine whether they are prospects or not. 


Route these calls so that time may be 
economized. 
“The third essential to systematic 


work is to keep a record of one’s daily 
activities. Such a systematic plan should 
include a daily record of hours in the 
field, calls, interviews and sales. Better 
system in one’s work will inevitably lead 
to bigger profits. 
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BROKERAGE 


For the right 


offer. 





something exceptionally attractive in 
the way of Brokerage Contracts. If 
you are an experienced insurance man 
with the necessary qualifications, do 
not fail to investigate what we have to 
Write or call personally. 


The Dominion Life Assurance Company 
2724 Union Guardian Bldg. 


CONTRACTS 


man, this company offers 


Detroit 
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“It is a fallacy to state that every one 
is a prospect for life insurance, for to be 
a prospect means that one must have a 
need which life insurance can satisfy, 
must be able to pass an examination, 
and be able to pay for the insurance that 
they buy. It is, therefore, essential that 
some discrimination be made by the 


agent in selecting his prospects this 
year. On the whole, salaried people 
have been least affected by the changes 
in economic conditions and are, there- 


fore, the best prospects for insurance at 
the present time 


Gives Tips on Picking 
Profitable Prospects 


“Next to salaried people those en- 
gaged in business for themselves, or ex- 
ecutives in business enterprises are the 
best prospects. Some of them need in- 
surance now for distinctly business pur- 
poses which did not exist in more pros- 
perous times. 

“The next group is 
fessional people. Poor collections have 
made those engaged in the major pro- 
fessions less favorable prospects during 
1931 than they usually are. The great- 
est care should be exercised in writing 
business on farmers, for the financial 
hazard ‘involved in taking note settle- 
ments on rural business is far greater 
than in more normal times. 

“Very few agents have 
their own old policyholders, and old 
policyholders of the company who are 
available to them to the extent that they 
should from the standpoint of securing 
new prospects from them. When you 
have sold a business executive or any 
other person who has other people un- 
der his supervision or in his employ, 
immediately secure the cooperation of 
your policyholder client in meeting these 
employes and in your effort to secure 
business from them. Hundreds of 
policyholders would gladly extend this 
cooperation if the agent requested it. 

“Don’t overlook groups of prospects. 
Those who are members of the same 
church, lodge or club. After selling one 
of their number you can use their nat- 


made up of pro- 


dev eloped 
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ural acquaintance with their fellow 
members as a means of developing your 
clientele. 


“Do not overlook the value of lists 
of prospects. While their individual 
problems may vary, the fundamental 


problems of all doctors, all teachers and 
all nurses are the same. They know 
one another. After you have sold one 
you have discovered the general appeal 
that led to the sale and you can safely 
use the same appeal as a part of your 
sales presentation to others whose names 
are on the same list, whether you have 
ever met them before or not. 

“Only in a small percentave of cases 
is the appeal of low price responsible 
for a sale. You can improve the qual- 
ity of business and tremendously in- 
crease your profits by offering and sell- 
ing less term insurance 

“Sell more insurance for savings pur- 
poses, selecting a part of your prospects 
from among that group who would 
view life insurance as a safe and profit- 


able savings plan. Unmarried em- 
ployed people especially fall within this 
group. Sell people of older ages along 


with those of younger age. The higher 
premiums result in bigger profits. Vol- 
ume doesn’t mean a thing unless it is 
of proper quality and of proper average 
premium. 

“Nothing so affects profits as average 
policy size. Always talk the largest 
amount of insurance you think you can 
possibly your client, for which he 
can pay for the first premium and which 
you believe he can permanently keep. 

“The better classes of prospects buy 
the larger units of insurance. By im- 
proving the quality of your prospects 
you will raise your average policy size 
and your profits. 

“During 1930 the sales 
holders in our agency averaged 63 per 
cent greater than the sales to new 
policyholders. This alone is convincing 
proof of the value of cultivating old 
policyholders as prosnects 

“Many an agent can make 
presentation and secure the 


sell 


to old policy - 


a good sales 
application 





Tom 
’*Phones 
Paul 


ELLO PAUL—How’s business? 
I just want to tell you about the 
United Life and Accident Insurance 
Company’s NEW INCOME INDEM- 
NITY POLICY 
It’s a new contract which protects 
the vast amount of money which a man 
can reasonably expect to earn by the 
time he reaches age sixty-five. If a 
man lives to age sixty-five he earns 
many thousands of dollars; if he dies 
before, his family not only loses him, 
but the thousands of dollars as well. 
This policy prevents this tremend- 
ous financial loss. When the insured 
dies or is permanently disabled, my 
company pays a livable monthly in- 
come to the insured’s family until the 
time that he would have been sixty- 


UNITED LIFE BUILDING 





EUGENE E. REED, Vice President 


UNITED LIFE and ACCIDENT 
INSURANCE COMPANY 





five. Can you think of a contract 
which will do more? 

No, that’s not all. There is a death 
benefit of $600.00 payable at the time 
of the insured’s decease and this may 
be increased to $10,600 or $20,600 in 
case of certain specified accidental 
deaths. 

Expensive? Not at all! Only 
$210.00 a year is necessary to guar- 
antee a man’s wife $100 a month from 
the time of the insured’s death until 
the time that he would have been 
sixty-five. 

You say you've been looking for a 
good seller. Why don’t you com- 
municate with 


CONCORD, NEW HAMPSHIRE 
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and then spoil the transaction by secur- 
ing a poor settlement. Never offer 
credit to a prospect as an incentive to 
purchase life insurance. When an agent 
offers credit as an incentive for selling 
some life insurance, he may rest assured 
that the purchase was really made be- 
cause of some recognition of need on the 
part of the prospect and not because of 
the credit offered. Put the responsi- 
bility of asking for credit on the pros- 
pect. 

“The time to complete the settlement 
is at the time the sale is made. The 
hazard of securing settlement is far 
greater when the policy is delivered than 





Executive Officer Desires Position 


University graduate and executive officer with ten 
years experience in Home office and seven years in 
field, thoroughly acquainted with both industrial and 
ordinary business desires to secure executive posi- 
tion in the Home office of a Life Insurance Co. 
Age 36. Emcellent references. Address T-32. The 
National Underwriter. 














at the time the sale was made. Do not 
create the necessity for two sales. 

“Life insurance does not serve its pur- 
pose to the policyholder unless the pol- 
icy is renewed from year to year. The 
ability of the company to continue its 
service to its policyholders and its 
agents depends upon the satisfactory 
renewal of business. Tell policyholders 
that they never can buy a new policy 
of the same kind at as low a rate as 
their old policy provides. Be as dili- 
gent in protecting the old insurance of 
the other agent, representing another 
company, as you are in protecting the 
business of your own company.” 


Withdraws from New Jersey 
The Inter-Southern Life has closed 


its Newark office and has withdrawn 
from New Jersey. R. J. Albachten was 
manager. 


Chartered Life Underwriter books sold 
by The National Underwriter. 





of America 


New Jersey 





The Colonial Life 


Insurance Company 


Home Office, Jersey City 


Operates under the supervision of the 
Insurance Departments of New Jersey, 
New York, Pennsylvania and Connecticut. 


Assets 
Over 16 Million Dollars 


Insurance in Force 


Over 120 Million Dollars 


Good Agents Can 
Make Money 








431 S. Dearborn St. 


POSE BARRY DIETZ 
President 


INCORPORATED 1895 


GLOBE LIFE INSURANCE CO. OF ILLINOIS 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


Chicago 


WM. J. ALEXANDER 
Secretary 


T. F. BARRY, Founder 











Organized 1850 


THE UNITED STATES LIFE 'SSurany- 


In the City of New York 
Over 78 Years of Service to Policyholdera 

Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 


Non-Participating Policies Only 














$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


If you reside in Ohio, Illinois, Indiana, 
Kentucky, Louisiana, Pennsylvania, Tennes- 
see, West Virginia or the District of 
Columbia 


Write for Sample and Particulars 


This is one of man 


unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 
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No Better Territory 


No Better Company 


No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


W. W. Lane, F. L. Alexander 
Secretary President 


W. R. Smith, Field Vice-President 
LAFAYETTE, INDIANA 





























NEWS OF LIFE ASSOCIATIONS 











(CONTINUED FROM PAGE 18) 


ance attorney, took issue with those who 
assert that life insurance is only a com- 
modity, and the underwriter only a 
vendor. He emphasized that the great- 
est change whieh has taken place in the 
recent history of insurance is the agent’s 
new attitude toward what he has to sell 
and his new relationship to the public. 
He declared the high class underwriter 
of today enjoys the confidence of busi- 
ness men and laymen alike and that he 
is accepted as specialist in his line. Vash 
Young, star producer Equitable Life of 


New York, is expected to speak at the 
May meeting. 

A. E. Bennett, former Des Moines 
University dean, is conducting a _ six 
weeks’ course in psychology for life 
salesmen under auspices of the Des 
Moines association. 

*x* *x * 

Chieago—Plans are complete for the 


sales congress to be conducted jointly by 
the Chicago association and Illinois asso- 
ciation at the Sherman hotel, Chicago, 
May 15. Among the notable speakers 
are H. J. Johnson, general agent Penn 
Mutual, Pittsburgh; Vash Young, Equi- 
table of Nem York, New York City; 
George E. Lackey, Oklahoma City, presi- 
dent National Association of Life Under- 
writers; President James A. Fulton, 
Home Life of New York; J. E. Kava- 
nagh, second vice-president Metropoli- 
tan, and H. A. Wheeler, vice-chairman 
First National Bank, Chicago. 
x * * 

San Diego, Cal.—The San Diego asso- 
ciation held a joint luncheon-meeting 
with the Lions’ Club last week. C. A. 
Gummere, agency supervisor Great Re- 
public Life, spoke on “Life Insurance as 
an Investment.” 

*x* * * 

Vermilion County, Ul.—George Rear- 
ick, Danville attorney, addressed the 
Vermilion County association at Dan- 
ville, Tll., Saturday, on “Insurance as an 
Investment.” 

oe - x 


North Louisiana—T. M. Simmons, man- 
ager United States agencies Pan-Ameri- 
can Life, addressed the North Louisiana 
association in Shreveport Friday. 

* * * 

St. Louis—T. M. Riehle, Equitable Life 
of New York City; J. W. Yates, general 
agent Massachusetts Mutual Life, De- 
troit, and M. A. Linton, vice-president 
Provident Mutual Life, were scheduled 
as speakers at a sales meeting conducted 
under the auspices of the St. Louis as- 
sociation, April 16. Mr. Riehle spoke on 
“Prospecting,” Mr. Yates on “Underwrit- 
ing and Life Expectancy” and Mr. Linton 
on “The Investment Aspect of Life In- 
surance for 1931.” 

* * * 

District of Columbia—Leon G. Simon 
addressed the District of Columbia asso- 
ciation at its monthly meeting in Wash- 
ington. Mr. Simon is president of the 
New York association and a noted writer 
on insurance subjects. 

x * * 


Spokane, Wash.—At the last meeting 
of the Spokane association, C. C. Thomp- 
son, Seattle manager of the Metropolitan 





Life; Charles Frisbie of the New Eng- 
land Mutual, Seattle, and Clem Sauter, 
Seattle manager Equitable Life, were 
speakers. Upwards of 100 were in at- 
tendance. 
x * * 

Indianapolis. — V. J. Harrold, state 

manager Lincoln National Life, spoke 


April 10 to the Indianapolis association. 
He urged underwriters to create in the 
mind of the insured a specific and definite 
purpose concerning the use to which the 
policy written should be put. D. J. 
O’Brien, industrial manager John Han- 
cock Life, also spoke. More than 200 
were present. 

On April 17 William Boyce, Syracuse, 
N. Y., who built his agency to $20,000,000 
in three years, will be the chief speaker. 
On May 5 a big home coming is being 
planned for Frank Jones, former Indiana 
manager Equitable Life of New York and 
now vice-president. 

x * * 

Fort Dodge, Ia.—At the April meeting 
of the Fort Dodge association, J. J. Bar- 
ton, veteran Fort Dodge agent, spoke on 
“Wills and Trusts.” 

* * * 

Peoria, Ill.—Five requirements for be- 

ing happy and successful in the life in- 








surance business were outlined at the 
meeting of the Peoria association by P. 


Cc. Dallwig, New England Mutual, Chi- 
cago. These requirements are: 1. The 
work must command the respect and 
confidence of the salesman; 2. he must 
be able to render a real service; 3. the 
work must provide a competency for 


himself; 4. it must enable him to leave 
a worthwhile inheritance. 5. there must 
be freedom of action so he can exercise 


self expression. Mr. Dallwig spoke on 
“Mental Attitude in Your Approach.” 
There was a large attendance, due to 


some extent to the fact that Mr. Dallwig 
used to live in Peoria and practiced law 


there, and it was in a sense a home 
coming. He appealed to the agents to 
back an architecturally outstanding 


building dedicated to the institution of 
life insurance at the 1933 world’s fair in 
Chicago. 


x * * 

Green Bay, Wis.—Life insurance un- 
derwriters in Green Bay and De Pere 
met in Green Bay to consider the or- 
ganization of a life underwriters asso- 
ciation. 

wy 

Southwest Texas — The Southwest 

Texas association, at its April meeting 


in San Antonio, was addressed by W. C, 
Johnson, manager of the local J. C. Pen- 
ney Company store, on “Work.” 
ae 
Oklahoma City—At the last meeting of 
the Oklahoma association a _ regular 
Monday morning meeting of the Homer 
Jamison agency for the Equitable Life 
of New York was presented. 
se @ s 
Columbus, 0.—M. A. Linton, vice-pres- 
ident Provident Mutual Life, will address 
the Columbus association the evening of 
April 29. on “Life Insurance Trusts and 
Life Insurance as an Investment.” Co- 
lumbus bankers and trust officers will 
attend the meeting. 


McMahon, Coffin 
Talk in New York 


(CONTINUED FROM PAGE 4) 


prospect believes the insurance agent is 
prejudiced. Quote the banker, another 
client. Mr. Coffin cleverly followed his 
own advice on this point, crediting Clay 
Hamlin with the idea. 

3. Use every-day language. If one 
uses abstruse insurance terminology the 
prospect, Mr. Coffin said, will not ask 
“what you mean; he will just stop lis- 
tening.” 

4. Use concrete illustrations which 
will make the presentation vivid to the 
prospect. 


Gives Valuable Sales Ideas 


As to sales ideas for 1931, Mr. Coffin 
recommended appealing to the prospect's 
future plan, selling him what the con- 
tract will do for him and his family. 
Because of the depressed spirit of the 
times, he said, selling should be on the 
positive side, painting a cheerful and 
not a gloomy picture. . 

The competition for the policyholders 
dollars will be keen, he warned, but 
if life underwriters keep improving 
their insurance knowledge they will find 
their policyholders turning more and 
more to them as an advisers. ; 

W. C. Bawden, executive manager of 
the association, was given a handsome 
inscribed desk set by President L. G. 
Simon on behalf of the executive com- 
mittee in appreciation of his fine work. 
Carrying out the cooperators’ night plan, 
representatives of banks and trust com- 
panies and the daily and trade press 
were guests at the speakers’ table. 


Watson with American Savings 


The American Savings Life of Kam 
sas City has elected Stanley Watson, 
formerly vice-president and __ personal 
producer for the National Fidelity, vice 
president. Mr. Watson will have as part 
of his duties the development of a Kat- 
sas City agency to serve western Mis 
souri and eastern Kansas. 
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WHO: 


WHO: 


An UNUSUAL CONTRACT 


will be offered to 
An UNUSUAL MAN 


—needs no drawing account or salary 
—needs no office expense 


BUT 


will accept Home Office help in the appointment - 
new Agents under him for whom he will not be r 

sponsible financially and yet on whom he will > 
ceive overwriting Commissions as high as $4 per 


thousand and long time Renewals 


THE COMPANY !t is rated “A” by Best 


RRITOR The Company desires ay to So Greinp Indiana, 
TE ITORY Illinois, North Carolina and 
Experienced field men to help yew man selected to 
ASSISTANCE build a real agency in which the Renewals are 
NON-FORFEITABLE, 
UNLESS You have no present connection, or you have a real 


Its rates for Insurance are extremely low 
Age 35 Ordinary Life Net Cost 
irst year per thousand $17.85) 


It writes all latest forms—Participating only— 
including an improved Family Income form; also 


Juvenile 
Has over $135,000,000 in force. 


reason for leaving your present connection and are 
urself, we are not interested. = 


not at fault yo 


—_ about yourself. We will not co 


with references until after interview. Write S32, 


The National Underwriter. 


WE WANT AN UNUSUAL MAN 








UNLIMITED OPPORTUNITIES 





You will like our liberal first- 
year and renewal commission 
contract direct with the home 
office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 

















ing basis. 


HOME OFFICE 








Just glance over this list: 


Participating Policies for Women Modified Life 
Non-Participating Child’s Educational Low Cost Term 
Sub-Standard Juvenile Policies Double Indemnity 
Preferred Risk 6°, Guaranteed Disability Income 


Pay-Roll Deduction Income Premium Waiver 
Monthly Premium Life Income Retirement 
Age Limits: Income 
1 Day to 65 Years 


Ask for further information 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


GREENSBORO 
North Carolina 


MORE THAN 370 MILLIONS IN FORCE 


JULIAN PRICE 
President 






































MASSACHUSETTS MUTUAL 





In 1931 


Be the outstanding 
life insurance man 
in your community 


OUR SERVICE 
WILL HELP YOU 


LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 







More Than Two Billion Dollars of Insurance in Force 


W. L. MOODY, JR. W. L. MOODY, It! 











W. J. SHAW 
President Vice-President Secretary 


SHEARN MOODY J. B. MILLS 
Vice-President Asst. Vice President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS 


Assets $43,535,337.85 
6,100,95 3.69 


We Have Openings for Live Men in 
Kansas Minnesota Texas 
Kentucky North Carolina West Virginia 
Michigan South Carolina 


Under Direct Home Office Contracts 


Surplus 


ORDINARY—INDUSTRIAL 
GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 


























Tear the Blindfold from Your Prospects’ 
Eyes—Let Them SEE Life Insurance 


HE VISUAL SALES BOOK is 
a complete presentation of Life 
Insurance in pictures, charts, and 
diagrams. It visualizes all the uses 
of insurance. It answers every ob- 
jection a prospect offers — with 
sound, authentic, visual evidence. 
It is a book to carry with you, 
right under your arm, every hour 
of your working day. For men new 
to the business, it will be a guide to 
help them make a clear and logical 
presentation. For veterans, it will 
serve as a quicker, surer road to the 
prospect’s interest and as a docu- 
mentary proof of the spoken word. 


Your Sales Story 
in VISUAL Form 


People want to see what they buy. 
It is a scientific fact that 83% of all 


impressions are received through the 
eye. Only 17% come through all the 


other four senses. Make your sales 
appeal to the eye as well as to the ear. 

This Pictorial Sales Portfolio will 
illustrate your sales presentation. It 
will make your sales story more vivid. 
It will hold the interest of the pros- 
pect. It will contain the pictures you 
have been trying to paint for your 
prospect by words alone. 

You have had a tremendously hard 
job selling the unseen. You have 
done it without help. Now the orig- 
inators of picture insurance selling— 
the publishers of The Estate-O- 
Graph, The Life Pictorial, and the 
Insurance Pictorial have prepared a 
book that you can put down in front 


through the 


VISUAL 


SALES BOOK 








of your prospect and with it lead him 
through the fascinating subject of 
Life Insurance in an interest-com- 
pelling way. 

The book contains over 200 pages, 
letter size (82x11 inches), printed 
in colors on heavy, dull-coated 
enamel paper. About $8,400 worth 
of photographs, oil paintings, draw- 
ings, and charts are used. 

The indexing of the book enables 
the salesman to refer instantly to 
sections covering any form of Life 
Insurance service. A unique cross 
index plan permits a quick reference 


to pages scattered through the book 
which answer any objection raised 
during the interview. Tiis indexing 
plan is keyed so the prospect himself 
is not aware of it, and does not get 
the impression that the salesman is 
relying on the book, but rather that 
he uses it simply to clarify and em- 
phasize his own statements. 

The covers are loose leaf in gen- 
uine or imitation leather as desired, 
either plain or in color with a variety 
of embossing effects to choose from. 


Special Prices 
on Quantities 


Special prices will be made on 
quantity orders from General Agen- 
cies and Companies. Individual cov- 
ers and special sections may be had 
on quantity orders. 

The coupon below will bring you a 
sales aid you have vaguely longed for, 
but never before seen, felt, and used. 





THE NATIONAL UNDERWRITER, 
175 W. Jackson Blvd., 
Chicago, Illinois 


Please send me complete information on your VISUAL SALES BOOK. 








